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@Charles E. Wil- 
liams, public-spirited 
citizen, shoe mer- 
chant and a leader in 
the craft in which he 
has progressed from 
clerk to proprietor, 
gives us this state- 
ment at the right 
time to do the most 
good. He owns the 
largest family shoe 
store in St. Louis, 
enjoys the neighborly 
title of “Mayor of 
Franklin Avenue” and 
proves to all mankind 
that giving value can 
build up a big busi- 
ness in a_ location 
isolated from the 
main retail shopping 
district. 
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To Accelerate Progress 


There is nothing the matter with the shoe 
business. It is one of the most basic industries, more so than steel, power and 
other industries so frequently quoted. Every man, woman and child, regardless of 
age, sex or religion, is of necessity a consumer of the products of the shoe 
industry. 

The public has been sold the idea that a serious depression confronts the nation 
and all of their jobs and incomes are at a hazard. Each individual thinking that 
tomorrow his job will be gone or wages reduced. The condition of his mind 
has changed from a buyer and consumer of the products of this nation in normal 
volume to a buyer and consumer merely to the extent of his direst and essential 
human needs. The remainder of his income is being banked until the day when 
he will lose his position or have his wages cut. With what is reported to be the 
nation’s most severe depression, the savings banks report the greatest balances 
in their history. 

The answer, in my opinion, to retrieve this situation quickly is for employers 
of this nation to issue an announcement that no employees are going to be dis- 
charged except to the extent of normal seasonable unemployment that happens 
regularly, and that wages are not going to be reduced. 

It is the writer’s firm belief that if this policy were pursued nationally and 
locally and above all HONESTLY the era of depression due to slack buying 
which has resulted in a 15 to 25 per cent drop in retail sales, closing or slowing 
down of the factors of production and of throwing out of employment many 
people or putting employees on part time, would change over night, putting this 
country back on the road to normal business. 

According to the census report we had an increase in population in 10 years 
of 17,000,000 and it is fair to assume that the growth of the past ten years will 
continue, making a further increase in population during the past year of 1,500,- 
000. This increased number must be fed, clothed and shod, which is a fairly 
good-sized job in itself. 

The successful merchant of now and the future will be he who delivers to the con- 
suming public the greatest value based on dollar of sales regardless of the grade 
of store he conducts. 

The future, too, will have its opportunity for the entire industry. The public 
will get better shoes because of better tannage and better manufacturing processes 
than ever before in the history of the shoe businss. 

I have recently been elected president of the Mississippi Valley Industrial Expo- 
sition of Progress, to be held in St. Louis, which has been planned by the leaders 
of this community to expand the great markets of the Mississippi Valley. This is 
but one of many indications of the tendency of business to accelerate the momen- 
tum of buying, which has gotten under way in a hopeful manner. 


CuHaRLEs E. WILLIAMS, 
C. E. Williams Shoe Co., St. Louis. 




























Steady 








March of Progress 


Time to Tune Industry to 


Probable, Reasonable Volume 


vention of the National Boot and Shoe Manu- 

facturers Association at the Hotel Commodore, 
New York, Jan. 27,—the 27th annual gathering held 
by the organization since its inception. Instead of a 
general meeting with a variety of topics for discus- 
sion, the morning session of the convention was 
broken up into round table discussions, each held in 
a different room at which specific problems were ad- 
vanced for the consideration of those interested and 
from the welter of common experience, an attempt 
made at their solution. 

One round table meeting was devoted to cost ac- 
counting and the proper distribution of overhead, 
under the leadership of E. S. Gerberich, of the Ger- 
berich-Payne Shoe Company, Mt. Joy, Pa. At this 
meeting considerable progress was made in outlining 
plans for a simplified cost accounting system. 

Discussion of proposed standards for grading shoe 
sizes occupied the attention of another group which 
met under the direction of Raymond P. Morse of the 
Cantilever Corporation, Harrisburg, Pa. 

The credit situation and the association’s credit 
bureau was the subject of a round table meeting di- 
rected by Charles Ault of the Ault-Williamson Shoe 
Company, Auburn, Me. Discussion at this meeting 
resulted in action by the association looking toward 
the setting up of machinery to take care of bankrupt- 
cies and the possible establishment of a collection 
bureau. 


Prerion or business featured the one day con- 
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“In the days of prosperity, 
be joyful; but in the day of 
adversity, consider.” Thus the 
Son of David had his say about 
business cycles. 

Wm. Trufant Foster 
Speaking on 
Prosperity a Buy-Product 
































It is not possible to 
have prolonged depres- 
sion because of the dy- 
namic forces of our 
resources in materials, 
money and men. 

Justin H, Moore 

Speaking as a 

Banker and Economist 


Let us speed the 
idea of cooperative 
competition in in- 
dustry. 

Harold C. Keith, 

Past President 
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Seen by Shoe 


Manufacturers 


Need for Stabilization of Production 


and Distribution for Profit 


The number of style shows in our industry has been reduced from 
thirty-three in 1927 to twelve in 1928, and to seven in 1930, and 
more progress is possible in that direction in 1931. 

We will hold next November a 
great Sales Week under the manage- 
ment and direction of the National 
Boot and Shoe Manufacturers Asso- 
ciation with an expected participa- 
tion of over two hundred shoe manu- 
facturers as a seasonal opening and 
shoe sales week to enable buyers to 
determine style trends at the begin- 
ning of the real season for successful 
buying and selling. 

Jay O. Ball, 
Managing Director, 
N. B. & S. Mfrs. Assn. 


The only resolu- 
tions were those on 
change of date and 
place of annual 
meeting and one on 
enlargement of col- 
lection services by 
Association headquar- 
ters. 
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One of the best attended round table meetings was 
that devoted to factory problems, held under the di- 
rection of Harry G. Johansen, of the Johansen Bros. 
Shoe Company, St. Louis. At this meeting more or 
less technical problems relating to shoe production 
were carefully analyzed. 

Industrial conditions was the subject of still an- 
other group meeting presided over by Charles E. 
Moore of the George E. Keith Company, Brockton, 
Mass. Secretaries of various sectional shoe manufac- 
turing organizations made reports at this meeting, 
detailing conditions in their own sections. Among 
these were Frank Curry, secretary of the Shoe Manu- 
facturers Board of Trade of New York; William O. 
Atwill, secretary of the Lynn Shoe Manufacturers 
Association ; Fred L. Cooper, manager of the Haver- 
hill Shoe Manufacturers Association; J. E. Shipley, 
secretary of the Philadelphia Shoe Manufacturers As- 
sociation; Frank M. Baggs, secretary of the Ports- 
mouth Shoe Manufacturers Association; Elkan L. 
Ries, secretary of the Shoe and Leather Board of 
Trade of Baltimore, and Ernest A. Gray, business 
secretary of the Brockton Shoe Manufacturers Asso- 
ciation. 

Following luncheon, President Harold C. Keith 
opened the afternoon session of the convention 
promptly. Serving his second year as head of the as- 
sociation, he reviewed the past year, both from the 
industrial and association standpoints. While the 
past year had not been one of much progress, for the 
industry as a whole, he reported considerable advances 
in many directions for the association. 

He said: 


“The shoe industry during 1930 suffered a serious 
loss in volume along with other industries. Govern- 
ment figures give a production for the first eleven 
months of 1930 of 286,000,000 pairs and estimating 


‘the production for December at approximately 19,000- 


000 pairs it will bring the total for the year to about 
305,000,000 pairs, a loss of approximately 56,000,000 
pairs for the year. This loss was not confined to any 
grade or type or to any shoe manufacturing locality. 








Roger A. Selby 




































President-elect, National Boot and Shoe Manufac- 
turers Association, is of shoes, born and bred. He 
is president of the Selby Shoe Co., Portsmouth, Ohio; 
director of the Security Central National Bank of 
Portsmouth. As the youngest of four sons of George 
D. Selby he went to Yale University, graduated, and 
became secretary to a Congressman for two years, 
thence to be chief clerk to U. S. Senator Theodore 
E. Burton for three years. The call of shoes, how- 
ever, brought him into the shoe factory and he lived 
and learned his Arch Preservers until he reached the 
top. His great hobby is the raising of Arabian horses. 
He is known internationally for his stable and his 
place in the hills above Portsmouth. His most re- 
cent purchases were two famous Arabian horses 
from the desert stable of King Feisal of Arabia. Con- 
gratulations are in order to him, manufacturer, par- 
liamentarian, sportsman and president. 

























With such a drop in production it was inevitable that 
with a comparatively few exceptions our manufac- 
turers have suffered serious financial losses during the 
year, and the number of failures, liquidations and 
forced mergers in our industry has been appalling and 
the end is not yet in sight. In view of the fact that 
the industry can produce twice as many shoes as this 
nation can absorb, and the fact that there is little 
hope of substantially increasing our export trade, this 
is no doubt one of the ways the industry will be 
brought back to a more prosperous condition. For 


- years we have looked to volume increases to secure 


profits, and price cutting has been widespread not al- 
ways bringing the expected or necessary volume in- 
crease until as the Boor AND SHOE RECORDER stated 
in their issue of Dec. 13,— 

“*There is no profit for the merchant, manufac- 
turer, leather man or any of the service of supplies. 
To continue on today’s basis would be impossible.’ 

“Isn’t it time to tune our industry to the probable 
volume we can reasonably expect, live and let live? 
How many of us are analyzing our accounts? Do 
we know how many are profitable? Are we elimi- 
nating unprofitable ones? How long are we going to 
quote unsound prices and terms, allow unearned dis- 
counts, permit unjustifiable returns, sell goods on con- 
signment, extend unwise credits and stand for fraudu- 
lent failures, all of which tend to weaken the struc- 
ture of sound shoe retailing? What we need is back- 
bone and no one else can give that to us. 

“How long are we going to continue to tell the 
public what we know is untrue, that our industry has 
outrageously overcharged them for shoes? How can 
the public understand such statements as these,— 
our $6.00 shoes are every bit as good in materials and 
workmanship as $10.00 shoes’? ‘Price $6.00. Obvi- 
ously, they are worth $10.00 or $12.00.’ ‘Shoes $6.98. 
Usually sold in $12.00 to $25.00 shops.’ “This shoe 
now $10.00, last year $14.00. We are simply passing 
on to you reductions given us by our manufacturers.’ 

“Are we no longer to recognize standards of qual- 
ity? Can any one of us undersell our competitor $4.00 
a pair quality for quality? A Ford may cover all you 
require in a car, but—Ford also builds Lincolns. 

“Are these the policies which will build a strong, 
healthy industry? Possibly they are the desperate 
methods of a depression and as we emerge into a 
period of prosperity which is surely ahead, we will 
think of tomorrow as well as of today. 

“Our association has a great opportunity to improve 
these conditions if we could be sold to the idea of co- 
operative competition which is not an idealist’s dream, 
but is being daily practiced in other industries. 

“During the year we won our tariff fight,—all honor 
to Mr: McElwain for what he accomplished under 
most trying conditions. 
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“Faced with demands from the farmer for a tariff 
on hides which would have been ruinous to our in- 
dustry, and an aggressive fight for duties on calf- 
skins, Mr. McElwain secured not only moderate duties 
on hides and leather, but reasonable protection for our 
industry. I know Mr.Elwain would want to share the 
credit with Mr. Charles Jones and the other members 
of his committee. 

“Our Association has in the past made some prog- 
ress in the elimination of the innumerable style shows 
which have proved such a tax upon the pocketbooks 
of our industry and a detriment to the orderly prog- 
ress of our sales and production. Ever since I had 
the privilege of visiting the Sales Weeks held by the 
British and French manufacturers in their respective 
countries, I have believed the American shoe manu- 
facturers should conduct their own seasonal opening 
at a time and place which will result in profitable ex- 
ploitation and sale of our products. Your directors 
believe, therefore, that an opening based on the suc- 
cessful Brooklyn openings of some years ago, but 
enlarged by the cooperation of our entire membership, 
will help to stabilize production and styles, both so 
needful for the profitable conduct of our industry.” 

A not unhappy picture of the immediate future 
outlook in general business was painted by Justin H. 
Moore, Counsellor on Economic Conditions, for the 
Irving Trust Company, New York. First he analyzed 
the causes of the present depression, and then enumer- 
ated some of the factors that appear to be making for 
forward progress. He laid particular stress upon 
scientific progress in industry as one of the big fac- 
tors that is making for an end to the depression. 

Under the title of “Prosperity a Buy-Product,” 
Dr. William Trufant Foster, of the Pollock Founda- 
tion of Economic Research, Boston, Mass., enun- 
ciated a theory, in which he took issue with a number 
of leading bankers and economists, that prosperity 
can be recalled by the easing of bank credit and lib- 
eral spending. He urged, particularly, that the first 
step toward a return of prosperity can be taken by 
the Government in putting money into public works. 
His theory is that business activity flows in exact pro- 
portion to the volume of bank credit. He scored the 
Federal Reserve System for checking bank credit. 


=tit. 4 : 
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Association Leaders for the 


New Year Ahead 


PRESIDENT—Roger A. Selby, Selby Shoe Co., Ports- 
mouth, Ohio 


VICE-PRESIDENTS—Walter J}. Booth, Harry G. Johan- 
sen, George Miller, H. N. Lape, Charles Ault 


TREASURER—E. S. Gerberich, Gerberich-Payne Co., 
Mount Joy, Pa. 


MANAGING DIRECTOR—Jay O. Ball 
SECRETARY—Ruth S. Freeman 


NEW DIRECTORS 


DIRECTOR FOR ONE YEAR 


John L. Sullivan, Boyd-Welsh Co., St. Louis, Mo. 
ceeding John C. Boyd) 


(Suc- 


DIRECTOR FOR TWO YEARS 


J. W. Barbey, J. Edwards & Co., ———« Pa. 
ceeding T. H. Edwards) 


(Suc- 


DIRECTORS FOR THREE YEARS 


Everett Bradley, Bradley-Goodrich Co., Haverhill, Mass. 

Robert S. Cook, A. E. Nettleton Co., Syracuse, N. Y. 

Albert F. Doyle, Doyle Shoe Co., Brockton, Mass. 

Frank Grossman, Julius Grossman, Inc., Brooklyn, N. Y. 

W. - Hanson, Albert H. Weinbrenner Co., Milwaukee, 
is. 

Harry G. Johansen, Johansen Bros. Shoe Co., St. Louis, Mo. 

J. G. Jones, Rice-O’Neill Shoe Co., St. Louis, Mo. 

Charles E. Moore, George E. Keith Co., Brockton, Mass. 

S. M. Paterson, J. F. McElwain Co., Boston, Mass. 

Roger A. Selby, Selby Shoe Co., Portsmouth, Ohio 

E. ). White, C. P. Ford Co., Rochester, N. Y. 


CHAIRMEN OF COMMITTEES 
Style Conference, John C. McKeon 
Trade Relations, Paul O. MacBride 
Legislation, Charles H. Jones 
Membership, Walter }. Booth 
Resolutions, Harold C. Keith 





Ab, here comes last year’s 
We shudder a bit before opening 
. . Now, having opened it, 


annual statement ! 
it. Oh, well, here goes! . 
just what do we do? 

Do we glance at “Final Net Results,” groan or 
gloat, as the case may be, then chuck the whole thing 
in the deep, dark safe? 

Or do we take it home and study every figure, 
realizing that right there is the most important piece 
of paper that passes over our desk? 

Which ? 

“But,” one of us wails, “I’m a shoe man, not a 
mathematician. Figures mystify me. If only I knew 
what to look for here, I’d be glad indeed to learn all 
I can about my business.” 

All right, let’s go fundamental. Let’s examine 
some basic principles which have long ago become old 
stuff to all of us. Homely facts they are, yet so vital 
they cannot be repeated too often, cannot be studied 
too much, cannot be disregarded without penalty. 
Kindergarten stuff, that must be learned before we 
pass into the class of first grade retailers. 

At the start we must lay out our report for 1929 
heside 1930’s. Only by a comparison of the two 


22 


Analyze the Annual Statement to see (1) 

how the Net Profit was made and (2) of 

what it consists. Thus may the year’s 
Progress be measured. 


successive years can we form an adequate idea of last 
year’s progress. 

So let’s focus our mental microscope on certain 
figures there to see what we can see. 

1. (Don’t be discouraged. This is the only pain- 
fully technical paragraph in the whole story.) The 
increase in net worth, as shown by the financial state- 
ment, should be the same as the total net gain after 
dividends are deducted, as shown by the operating 
statement. If these two fail to agree the statement is 
incorrectly drawn up. 

Net worth is the difference between assets and 
liabilities. Total net gain is the difference between 
gross margin and expenses. Example: 


Gross Margin....... 22,000 


$28,500 
Expenses 


27,800 


Net Worth 1930 
Net Worth 1929 


Total Net Gain 
Dividends Withdrawn 2,000 


$ 1,000 


Increase 


Something is wrong there. The two final answers 
should agree. Possibly the value of the inventoried 
stock as listed in the assets differs from the value as 
used to compute the gross margin. Find the error 
before going on. 

2. The mark up must be higher than the expenses 
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POINTS OF PROFIT 


by MURRAY C. FRENCH 


That every first grade 


merchant must know 


Ho hum, here’s the shoe 
man’s perennial sore spot. 
STOCK, stock, too much stock! 
It’s been said a thousand times 
but let’s say it again: If the 
percentage of stock increase is 
greater than the percentage of 
sales increase, the result is 
slower turnover, older stock, 
increased depreciation. 


or there can be no profit, regardless of volume. 
Kindergarten stuff! Yet this is the most commonly 
ignored rule in the book. 

How much mark up, then, is enough? 


‘hes is nO one answer 
that will fit all stores. However, let’s lay down one 
eternal principle (also kindergarten stuff). 


The original mark up must be the total of three things: 
(a) all expenses, (b) expected profit, (c) inevitable 
shrinkage. 


But here’s the tragedy. 
shows: 


Suppose our statement 


Per cent 
Mark up 
Expenses 


“That’s simple,” say we. “In order to make 5 per 
cent profit we must get 4 per cent more mark up. 
Boys, mark everything 36 per cent from now on.” 
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Alas and alack! The old 
demon Mark Down is sure 
to gobble us up unless we 
strengthen our Original Mark Up to overcome him. 
But, we ponder, how much additional mark up is 
necessary to take care of this depreciation ? 

In general, a good strong 5 per cent, divided thus: 
Women’s, 7 per cent; men’s, 4 per cent; children’s, 4 
per cent. All according to circumstances. So instead 
of 36 per cent, we find we must mark our women’s 
shoes more like 43 per cent, of which 31 per cent is 
for expenses, 5 per cent for expected profit, and 7 

[TURN TO PAGE 35, PLEASE] 
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TELL THE PUBLIC: 
MERCHANT ONCE A MONTH” 


It’s Those NEWSPAPERS 
at Work are sign-posts toward 
progress — In_ one 
. day’s paper these 
three items restore a 
measure of confidence and compen- 
sate for the miles of depressing type 
columned in the press last year. The 
urge of all is Forward March—the 
state of mind improves first, general 
business will soon follow—Firstly— 
Francis E. Powell, an American 
business man tells London.” 

“The trouble with us Americans 
is fear. We are afraid we will lose 
what we have. We will snap out of 
this depression when this inferiority 
complex has been removed.” 

Turning to another page I found 
this heading. “FORD SPENDING 
SIXTY MILLION DOLLARS 
FOR PLANT PROJECTS,” and, 
below this paragraph: “The program, 
the company states, is an expression 
of its faith in the future of business 
and the automobile.” 

On the front page of the same pa- 
per appears the daily editorial of ex- 
President Calvin Coolidge. I quote 
just one sentence from that editorial. 
Says Mr. Coolidge, “It is the num- 
ber at work, not the number out of 
work, that measures our business 
prosperity.” 

I want to quote two other sayings, 
origin unknown, but frequently 
heard just now. “There is a buyer’s 
strike” and, “Prices were never so 
low, buy now.” 

It is not my intention to quote 
statistics or the public utterances of 
economists as to the percentage of 
the people of these United States 
who are at present employed. If 
you are interested in statistics they 
may be obtained from Washington. 
What I want to set down here is just 
the observation of an average man, 
going about his business in the aver- 
age way, seeing what he sees and 
hearing what he hears and wonder- 
ing why so many people seem to 


“CHANGE YOUR 
SHOES TWICE A DAY—SEE YOUR SHOE 





think that this great country of ours 
has about reached the end of the 
road. 

When I go afoot in the streets of 
New York I find myself dodging au- 
tomobiles just as of yore. If you 
look around in your own city I be- 
lieve you will find the same thing. 
Perhaps there are more idle men and 
women on the streets, but street cars 
are running, railroad trains- are ar- 
riving and leaving, each with a 
crew, all sorts of public utilities are 
operating, at least some building is 
going on and factories are operat- 
ing, if not full time at least operating, 
and therefore paying out wages. 

I haven’t the faintest idea how 


Lc ue a 
ANOTHER 


—When will the shoe 
business buck up again? 


—Just so soon as shoe 
manufacturers resume a 
normal, aggressive ad- 
vertising campaign. 

—What’s that got to do 
with it? 

—Simply this—that shoe 
buyers are peculiarly 
sensitive to advertising 
volume. When this vol- 
ume diminishes they 
sense trouble and be- 
come cautious; when it 
expands they regain 
confidence and _ begin 
buying again. 

—Then you regard Re- 
corder advertising as a 
business barometer? 


—lIt always has been. 


EVERIT B. TERHUNE, 
President J 
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many dollars are being paid out to 
the people of this country every 
week in salaries and wages, but the 
amount must be enormous. I have 
been west as far as Detroit within 
the past few weeks. The trains were 
fairly filled, the wait in the dining 
car was about as usual. The hotels 
seemed to have just as many bell 
hops, porters and clerks as usual. In 
fact, everywhere I look I see things 
being done and people doing them 
and getting paid for it. If Mr. 
Coolidge is right in the remark I 
have quoted then the measure of our 
business prosperity, I mean our pres- 
ent business prosperity, today, this 
week, this month, is the millions of 
people who are employed. 

Now I want to say a word about 
that buyer’s strike. In the first place 
I do not believe it exists in nearly as 
great degree as is generally supposed 
except possibly in those things which 
require the mortgaging of future 
earnings. I am not expressing a 
personal opinion now. I am drawing 
a conclusion only from what I have 
repeatedly heard said in_ recent 
months. There has been a perfect 
orgy of buying on the installment 
plan. Automobiles, radios, electric 
refrigerators and other electrical 
equipment, all sorts of things have 
been sold with the inducement of a 
year to pay. Hundreds of thou- 
sands of people, when business be- 
came unsettled a year ago and they 
read of the daily shrinkage in value 
of securities (which, by the wavy 
meant nothing to them directly, since 
the great mass of our people did not 
own any of said securities) suddenly 
awoke to the fact that they had 
pledged a large part of their earn- 
ings for six months to a year ahead. 

In my conversations with people | 
hear it repeatedly said, “I am not 
going to buy any more things that |! 
can’t pay for.” In that respect there 
does really seem to be a buyer’s in- 
stallment strike and it looks to me as 









~~ SS SS ee 


a a ee | 


Editor's Angle 


felis) flelivens 


Editor 


Copyright 1931, Boot and Shoe Recorder Publishing Company 
Division of United Business Publishers, Inc., New York 











though the people who are depend- 
ing on that kind of selling, aside pos- 
sibly from automobiles, are going to 
have pretty hard sledding for a 
while. And who dares say that it 
may not eventually be a good thing 
for all business? 

Now for that slogan, “Prices were 
never so low, buy now.” Low prices 
are certainly welcome and the great- 
er the purchasing power, the greater 
the number of units of goods it 
should be possible to sell, but people 
do not buy things just because the 
price is low. They buy the things 
they want and if the price is low 
they will probably want more things 
but low price alone is not enough. 
If stores are to increase their sales 
they must not only sell things at a 
moderate price, but they must have 
in their stocks the things that the 
people want. 

One reason, at least, that more 
things are not being sold, and there- 
fore being replaced, keeping our fac- 
tories busy and giving more people 
work, is that there are so many 
things that people want and have the 
money to pay for and the will to buy 
that are not now to be found in the 
stores. Let me illustrate. 

I picked out a particular style in 
the window of three men’s shoe 
stores and went in and asked for my 
size. Three tries—Three misses. 
They each said théy could get them 
for me, but they didn’t have them in 
stock, it is astonishing how many 
things of a staple character are hard 
to find in the stores. Most of these 
stores had one of those buy now 
signs on the door, but they did not 
have the sizes, or goods, or assort- 
ments. 

Mr. Powell says the trouble is that 
the people are afraid. Mr. Coolidge 
says that the measure of our busi- 
ness prosperity is the number of our 
people who are employed. Business 
men say there is a buyer’s strike. 
The people who have money to 
spend and are willing to spend it 
say they cannot find what they want 
in the stores. 
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The program of unemployment 
relief initiated by President Hoover 
and so earnestly backed by the finest 
minds in every part of the country is 
probably the biggest and finest effort 
of the kind ever put forth in this or 
any other country but it does seem to 
me that we need to give the neces- 
sary publicity to this fact that the 
millions of people who are employed, 
and who want to buy things are not 
being given the chance to help in the 
most effective and desirable way. 

I ask again, Who’s Afraid? I 
wonder what the effect would be if 
every store in this country stopped 
putting all their emphasis on low in- 
ventories and went through their 
stocks and filled up assortments of 
those things which are in staple 
every-day demand. If, instead of 
saying at the close of every day, 
“How much have you reduced your 
stock ?” they should ask, “How many 
sales have you lost today because 
you didn’t have the thing asked 
for?” I wonder. 


\ 


The Shoe “BEAT Yes- 
terday.” The 


’ . 
Buyer ’ Delight fellow who in- 
b vented that 

phrase - would 

be an honored guest at a joint meet- 


ing of all department store shoe buy- 
ers. That is, if the meeting was 
held some dark night, with a nice 
hot fire under the tar kettle and 
plenty of feathers handy. 

“Beat Yesterday,” “Keep up Vol- 
ume,” “Maintain Profits,” “Satisfy 
all Customers,” “Keep down Inven- 
tories,” “Have Everything Every 
Customer Wants.” Yes, with all 
those cute little phrases ringing in a 
buyer’s ear, the department store 
game is a great one. 

How the heck is a man to keep up 
volume against fewer customers who 
are spending less money per pair, 
and with retail shoe outlets increas- 
ing five times faster than the popu- 
lation? 

One poor boob of a buyer bought 
a lot of shoes at $1.15 because his 
boss demanded a certain type of 
shoe for their Dollar Day. He's 
got to go some to average a 40 per 
cent markup after that kick in the 
profits. 

This craze after volume is costing 
more grief than any other one thing 
a buyer has to contend with. He 
must go sharpshooting for his mer- 
chandise, spend twice as much for 
advertising—for it is a known fact 
that it requires a half page today to 
attract as much attention as a quar- 
ter page did a year ago—only to find 
other shoe departments using the 
same tactics, with apparently no re- 
sults from a suspicious public who 
has been fed on too strong a diet of 
“Sales.” 

If, through a fortunate chance, the 
buyer does get a big break, with the 
sale going across, his department is 
dead for the next two weeks, and 
the chances are ‘that he has wrecked 
the business of his competitors for 
the same period. And does he tell 
the truth in his copy by claiming 
$12 shoes for $6.50? These shoes 
might have been $12 values months 
ago, but not today. A shoe valued 
at $12 must be judged solely on to- 
day’s market worth, not what it was 
from six to twelve months previous. 





THINGS TODOR®Y 





A Working Calendar for Busy 


Merchants 





new spring back- 

grounds in your win- 
dows, and a spring interior 
trim, the materials should 
be ordered now. Have you 
a window of new spring 
styles to tie up with the let- 
ter you sent out yesterday? 


5 If you plan to have 


An attractive window 
9 of your smartest styles, 

including some even- 
ing slippers with a card 
suggesting “FOOTWEAR 
IS THE IDEAL VALEN- 
TINE” will be very timely 
this week. An article in 
your local paper on spring 
footwear styles will in- 
terest. 


It might be worth 
13 while to run a little 

ad on “Party Slip- 
pers for Valentines” today. 
Today the window space 
should be divided between 
new spring styles and your 
Final Clean-Up of winter 
styles. 








A short month, and 
2 the end of the winter 

season. Winter stocks 
must be cleaned up as rap- 
idly as _ possible now, by 
means of special one-day 
events, window leaders, 
etc. Spring styles should 
be featured too. 


A good publicity 
6 “stunt” at this time 

would be an essay con- 
test for boys and girls, with 
suitable prizes for the best 
essays on Lincoln or Wash- 
ington. It should run for 
two weeks, closing the day 
before Washington’s birth- 
day. 


Are the odds and 
10 ends of winter 

styles cleaning up 
satisfactorily? If not cut 
the prices to rock-bottom, 
get up a simple circular 
listing the odd lots and 
mail it out, it should also 
be distributed from house 
to house. 


Make every sales- 
14 person realize the 

importance of talk- 
ing “spring” to every cus- 
tomer. It may seem early, 
but remember that every- 
one is tired of winter and 
looking forward to the new 
season. 





Easter is April 5th 
3 this year. This means 

that March will be the 
big spring selling month. 
Will your stocks be in 
readiness March ist for a 
big, steady drive? Now is 
the time to plan, and place 
your orders. 


Have a Saturday 

Hosiery Sale today, 

with a good window. 
In the most prominent spot 
in your window show your 
newest spring style in foot- 
wear with a card saying 
“TODAY'S NEWEST 
SPRING STYLE.” 


There should be a 
11 newspaper ad on 

your winter odd 
lotts today. Make it a 
duplicate of your circular. 
And there should be a good 
sale window too with big 
cards emphasizing that this 
is “THE FINAL CLEAN- 





A brief, newsy letter 
4 reminding your cus- 

tomers that Advance 
Spring Styles are arriving 
every day, and telling them 
of the new style features in 
spring footwear would be 
worth while any day now. 














From now on 
16 “spring” should be 

the theme in every 
ad and every window. In 
the background of your 
window have a big card 
reading “7? Weeks Until 
Easter,” and change this 
every week. How’s your 
stock of Rubber? 
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To Produce More Profit Through Planning 





Do you show a pair 
17 of hosiery to match 

every pair of shoes 
in your window? Are your 
salespeople up-to-date on 
hosiery and footwear style 
information for the spring 
season. See that they read 
the Boot & SHOE RECORDER 
every week. 


It is not a bit to 
18 early to get up an 

interesting little 
folder on spring footwear 
and mail it to your cus- 
tomer list. Have you 
looked over your. news- 
paper’s cut service recently 
and reserved the cuts you 
will probably need. 


It’s time to sit 
19 down and _ figure 

out a definite 
spring campaign. How 
much can you spend? How 
are you going to spend it? 
Have you a definite news- 
paper advertising program 
outlined? 


Sunday is Washing- 
20 ton’s Birthday. 

There should be a 
special selling of School 
Shoes tomorrow or Monday 
(Monday if it is a school 
holiday). Run an attrac- 
tive spring style ad for to- 
morrow’'s selling too. 





Have a Washing- 
21 ton’s Birthday sou- 

venir for the chil- 
dren today (or Monday). 
Little toy hatchets can be 
secured for a small sum 
and they will delight the 
children. Men’s spring 
shoes deserve some atten- 
tion: 








Freshen up your 
23 window displays to- 

day. From now on 
they should be changed 
more’ frequently. When 
you have no new styles to 
display you can rearrange 
your displays so that they 
do not look the same. 


Use your mailing 
24 list every week 

from now until 
Easter. Send out a mail- 
ing card today featuring 
just one new spring style. 
Select a popular price style, 
and keep a record of the 
sales. , 





Run an ad on 
25 spring styles today. 

Put up your in- 
terior trim for the spring 
season today. Clean and 
polish all cases, lights and 
shades. Replace all show 
eards and price cards. 





Check your -stocks 
26 carefully today and 

see if conditions 
warrant a Month-End Sale 
Friday and Saturday to 
clean out broken sizes and 
any remaining odd lots of 
winter styles. Prepare your 
Friday night ad today. 





Put in your spring 
27 window back- 

grounds tonight, 
and trim the windows with 
a real spring display of 
footwear, hosiery and any 
other accessories which you 
carry. Have one good 
special value in each win- 
dow. 





To pep up the 
28 salesmen on_ this 

first day of your 
spring selling drive, give 
each one a quota based on 
previous sales records and 
hang up a little prize for 
the one who makes the best 
increase. 
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in this issue we begin a virile school- 
ing for the retail shoe salesman who 
is full of vim and vigor with an ag- 


gressive urge to improve his knowl- 


edge of selling. 


There are less reasons today for a 
salesman to alibi the loss of sale than 


at any period in the past. Good sales 
are made and the appreciation of a 
salesman is increased, by knowing the 


scope of the stock, the purpose of the 
shoe and the professional service every 


store should render. 






Retail shoe salesmanship 


is far more than ordinary selling. It 
calls for special knowledge, not com- 
mon to the usual run of over-the- 
counter retail service. 

Retail shoe salesmanship calls for 
all that is demanded in serving cus- 
tomers in any line—and a great deal 
more. It calls for a knowledge of 
the human foot, in its normal, 
healthy state, and in various forms 
of weaknesses and ill health. It calls 
for the highly special knowledge of 
the nature and uses of many ma- 
terials, made into many variations 
and classifications. 

Retail salespeople are certainly 
called upon to render expert, pro- 
fessional service; expert because of 
the complexity of the product, pro- 
fessional because what they do 
affects the health of their customers. 

People do not become expert in 
anything without instruction, train- 
ing and experience. People do not 
qualify to render professional ser- 
vice without preliminary and ad- 
vanced study of their subject and 
profession. The public comes into 
a shoe store for this expert, profes- 
sional service. They have a right to 
expect it. They will come into the 
store that provides it; they will 
eventually avoid the store that fails 
to provide it. 

The primary function of all sales- 
manship is advice. The special and 
most important function of retail 
shoe salesmanship is advice. 


A. Who is qualified to give this 
advice? 
B. How do they become so quali- 
fied ? 
The obvious answers 
questions are: 


to these 


4 


A. The trained, intelligent thinker. 

B. Study, close cooperation and 
by being thoroughly inter- 
ested in their job. 

It is with the two fold thought of 
broadening the scope of practical 
knowledge of the novice and brush- 
ing up the artistry of the old timer 
that this series has been instituted. 
The columns of the RECORDER are 
open for the discussion of those 
problems relative to getting more 
shoes sold right. 


[, many individual stores, 
the heads of the house and the 
selling force are working in very 
close harmony through the medium 
of a good store organization. In- 
stances where the salespeople have 
their own organization are fairly 
common. During the coming months 
we hope to tell of the functioning 
of many of them, not so much as to 
who they are, but to tell what they 
are accomplishing, and secure re- 
sults. Let this be construed as an 
open invitation to those in charge 








Fitting Facts 
for 
Shoe-Fitters 


A A 





of such groups to tell of the activities 
of their own associations. 
Here is a successful store organi- 


zation doing a_ successful work 
among the employees of an aggres- 
sive shoe store. It is “George’s Shoe 
Club,” a voluntary organization com- 
posed of those in the shoe depart- 
ment of S. H. George & Sons, Knox- 
ville, Tenn. It was founded by the 
employees and not by the manager. 
But the fact that it was so founded 
is a just recommendation for the 
organization’s recognition of the 
capabilities of the manager. 

In telling of the store plan Man- 
ager Oscar Fisher said that twice a 
month all the employees of the shoe 
department meet in one of the re- 
spective homes for the purpose of 
discussing shoes, styles, leathers and 
proper methods of fitting shoes. 
During the intervals between the 
meetings one of the employees is 
designated each week to jot down 
every error that is made that week 
in the sale of shoes. 

At the following meeting these 

[TURN TO PAGE 56, PLEASE | 
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$10 FEBRUARY PRIZE PROBLEM 


The shoe fitter who mails in the best answer to the problem below before 
February 14 will receive a cash prize of $10. , 


Here is the Problem 


A Southern young lady puts the problem right up to you sellers of shoes:—‘I have been in 
the shoe selling business for three years. | wish you would advise me in this: When do you know 
when a shoe really fits? 1 have asked this question of other shoe clerks but never seem to get a 
decided answer.” 


Miss J WwW 





° 
SS SS SSS SS SSS SS SSS SSS SST SSS SSS SSS SS SSS SSS SSS SSS SST SSS BSB ese see eee eee see SSeS Se 


Store meetings are (not) regularly held once a 





Meetings are in charge of (A.) store management 
Does store have a permanent organization- 


Number of members who sell shoes, hosiery, etc 


Are you willing that some one designated person regularly send us a resume of the subjects dis- 


cussed 


Fill out the blank above and mail at once to the BOOT & SHOE RECORDER (Problem Editor) 239 W. 39th St., 
New York. 


Those interested in building up 
their store organizations, whether 
composed of 2 or 200 salespeople 
or individuals, are requested to fill 
in the above coupon immediately. 
It’s ideas we want, yours, and yours 
and yours. Let’s discover what 
may be added to the sum total of 
knowledge of the retail salespeople 
by those who are making it their 
life’s work. 
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How much does it cost to 
eperate a chain shoe store as compared with the aver- 
age cost of doing business of the independent shoe 
merchant? Which form of distribution levies the 
smallest toll on the consumer’s dollar? The answers 
to these questions will go far toward indicating the 
trend of future developments in the marketing of 
shoes. For these reasons the Harvard University 
Bureau of Business Research is undertaking a study 
of the cost of doing business in chain shoe stores. 

Profit and loss schedules developed on the basis of 
a standard classification of accounts have been sent to 
more than 600 chain shoe store organizations and 
reports at the present time are being received on this 
form, which is reproduced herewith. During the 
early months of 1931 the Harvard Bureau expects to 
publish the results of this study, showing typical 
figures for total expense, gross margin, and net profit 
in chain shoe stores for the fiscal year 1929. 

The Bureau of Business Research is an integral 
part of the Harvard Graduate School of Business Ad- 
ministration and has as its primary purpose the col- 
lection of facts for use in teaching. In making its 
studies in the chain store field the Harvard Business 
School is interested simply in obtaining facts in order 
that it may present to its students a faithful picture 
of comparative distribution costs as between different 


Harvard 


Mr. McNair is managing 
director of the Bureau of 
Business Research, Graduate 
School of Business Adminis- 
tration, Harvard University. 
He is directing the present 
study of shoe chain stores 
As he conducted the first 
shoe surveys some years ago 
his new report should prove 
a measuring stick upon chain 
operation. 


channels of marketing. In the current controversy as 
to the relative merits of the chain store form of dis- 
tribution the Harvard Business School takes no sides. 
It has no ax to grind, but is simply interested in 
getting at the real facts of the situation. 

Many retail shoe merchants will recall that the 
initial work of the Harvard Bureau of Business Re- 
search, which was in fact the pioneer undertaking in 
this country in the study of distribution costs, was 
carried on in the retail shoe trade, beginning in the 
year 1911, two years after the establishment at Har- 
vard University of the first graduate school of busi- 
ness administration, having as its object the training 
of college graduates for the profession of business 
management. In 1913 was published Bulletin No. | 
of the Bureau of Business Research entitled, ““Objec' 
and History of the Bureau with Some Preliminary, 
Figures on the Retailing of Shoes.” 


F or a number of subsequent 
years the Harvard Bureau continued its studies 0/ 
the costs of doing business, gross margin, net profit. 
rate of stock-turn, and other significant operatin: 


ratios in retail shoe stores. For several years thes: 
annual surveys were conducted with the cooperatio: 
and financial support of the National Shoe Retailer; 
Association. This arrangement continued until 192). 
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Chain Shoe Stores 


By MALCOLM P. McNAIR 





the last year for which the bureau published figures 
being 1923. In that year typical operating results for 
499 shoe stores grouped according to volume of sales 


were as shown in Exhibit 1. 
SCHEDULE FOR CHAIN SHOE FIRMS 

















leit pee agin 1 figures in this exhibit 
Rides: aaa ; indicate that for that year both the gross margin and 

the total expense tended to be highest for the larger 

stores. These stores, however, had the advantage 

with regard to profit. During the years following 

ir 1923 the National Shoe Retailers Association con- 
a See a a tinued, through its Educational Division, the work 

“ tat oe hp rat 8 ¢ 7 started by the Harvard Bureau. The association in 
agente citar ana its report “Shoe Store Operations for 1930” showed 


OTHER INCOME OR DEDUCTIONS 
10. Net Prot or Lows from Real Estate Operations (Brier amount from line ¢, 


1 Sr nag eM —— the following comparative operating ratios for retail 
i cee : shoe stores for the two years 1928 and 1929: 

28. Net Surpius or Defitt for the Year a : 

' Tyoaavaseatverasaon aa 1928 1929 


Sse es SS =: Gross markup .. 34.2% 33.1% 
= mo See Operating expense 30.6 

Net profit (without disc. ) 

Per cent of rent 
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Group A 


Net sales less 

than $30,000 
Peaemer OF. Cts. 5.06 oko chee eee 94 

Per Cent 
Total Salaries and Wages...... 15.7 
SEER COTE ME Ee 1.5 
ND rae hed ig ac pr cares ieee 3.3 
Se eee ee dae ae eA A Sk Sac a7. 
Losses from Bad Debts......... 0.2 
aN PNBE 2. ss ose 27.8 
ET OTe tee eee 27.1 
Net Profit or Loss.......... Loss 0.7 
Stock-turn (times a year)....... 1.4 





Payroll (inc. proprietor) .... 17.6 17.4 
NE Soi: px/ 57s da 405 80 3.0 3.0 
NS ls acess 5.2 5.1 
Rate of stock turnover ...... 2.0 2.0 
Ratio of stock to sales ...... 3.03 3.0 


2 comparative cost studies 
of the Harvard Bureau of Business Research after 
1923 were directed largely into the department store 
field and also into certain lines of industrial goods 
distribution. The rapid rise of the chain store move- 
ment, however, has made it necessary from an edu- 
cational standpoint for the Harvard Business School 
to turn its attention to the comparative margins, ex- 
penses, and profits involved in this form of distribu- 
tion. 

The preliminary census of distribution, for in- 
stance, covering the retail and wholesale trade of 11 
cities in 1927, indicated that in these 11 cities 555 
chain stores, out of a total of 2030, carried on slightly 
more than 50 per cent of the total volume of retail 
boot and shoe business of $91,546,500. These pro- 
portions are, of course, subject to correction from 
the general census of distribution now under way. 
Furthermore, some uncertainty attaches to the precise 
definition of the term “chain store.” 

This preliminary census of distribution, however, 
gave clear indication that in the future no picture of 
distribution costs would be complete without a con- 
sideration of the chain store. For these reasons the 
Harvard Bureau of Business Research is undertaking 
studies of the margins, expenses, and profits of chain 
stores in the retail shoe, drug, and grocery fields for 
the year 1929. 

This study of chain shoe stores will be carried on 
by substantially the same methods as those used by 
the bureau in its earlier studies of the cost of doing 
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EXHIBIT 1 | 


Major Expenses, Gross Margin, Net Profit, and Stock-turn in 1923 in Retail Shoe Stores According to 
Volume of Sales 


Net Sales — 100% 


Group B Group C Group D Group I* 
$30,000- $50,000- $100,000- $250,000 
$49,000 $99,000 $249,000 and over 
115 133 101 56 
Per Cent Per Cent Per Cent Per Cent 
13.6 13.7 15.1 16.6 
2.0 2.2 2.3 3.8 
2.8 Kd 3.8 4.0 
2.8 27 2.2 1.9 
0.2 0.2 0.2 0.1 
25.5 26.7 27.5 32.0 
27.4 28.5 30.6 34.8 
1.9 1.8 3.1 28 
1.8 2.0 22 2.6 




















business in independent shoe stores. The classifica- 
tion of operating accounts is based on a careful study 
of present. accounting methods in both large and 
small shoe chains. Each firm invited to cooperate in 
the study receives a detailed explanation of these ac- 
counts for use in adjusting its own figures to the 
standard form. 

Data from individual firms are kept strictly con- 
fidential and are not used in any way that might reveal 
their identity. Under no circumstances does any per- 
son outside the bureau have access to the figures of 
an individual firm. After checking, adjustment, and 
analysis of profit and loss statements, percentages will 
be computed and common or typical figures deter- 
mined for each item of expense and profit. Each co- 
operating firm will receive a report of the study, to- 
gether with a confidential copy of its own operating 
figures arranged for convenient comparison with the 
published data. 


sine the period in which 
the Harvard Bureau of Business Research has been 
conducting these studies of distribution costs it has 
had intrusted to it more than 17,000 profit and loss 
statements and balance sheets. For the year 1929, 
for instance, the bureau received reports from 698 
department store organizations with aggregate sales 
of $1,500,000,000, approximately 20 per cent of the 
entire department store trade of the country. 

The Bureau of Business Research is frankly inter- 
ested in its distribution cost studies because of the 
contribution which they make to the material avail- 
able for teaching in the Harvard Business School. 
From the standpoint of the trades themselves, how- 
ever, the experience of the bureau indicates that defi- 
nite advantages accrue from studies of this type whicl: 
establish a new base for comparison. 
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ADVERMSING PAGES REMOVED 


A Dozen Points of Profit 


[CONTINUED FROM PAGE 23] 


per cent to feed the insatiable demon Mark Down. 

We hear a voice. “But my shrinkage isn’t anything 
anything like that!” Then you're lucky! And if you 
make over 5 per cent profit (on your retail sales) you 
are a first grade merchant—and this is only kinder- 
garten stuff. But look before you laugh. 

By the way, in their annual reports, only 10 per cent 
of our shoe merchants can (or do) figure their per- 
centages. Yet only by percentages can we make a true 
comparison with the performance of other mechants. 

Percentages are really so easy. Just remember this 
rule: Divide the item in question by the yearly sales. 

There we are. That rule applies to every item of ex- 
pense or mark up on ,the statement. It is no different 
when figuring the mark up percentage on a single shoe. 
Livide the mark up by the selling price. 

A SINGLE SHOE A YEAR’S BUSINESS 


Selling price $8.00 Sales for year 
Cost of sales 


Gross mark up 
Gross mark up %... 
($22,000 + $63,000) 


Mark up 
Mark up % 
($3.30 + $8.00) 


That’s about how the Demon devours. An original 


mark up of 41.2 per cent is gnawed down to about 34.9 
per cent by the end of the year. But we must be getting 
on. 

3. Each item of expense should be compared with 
recognized standards as well as with last year’s figures. 
Recognized standards, however, keep changing—and so 
must we. 

Pay roll in the average shoe store amounts to some- 
thing like this: Straight selling, 8 per cent ; other salaries, 
4 per cent; proprietor’s salary, 4 per cent; total, sixteen 
per cent of the sales. Advertising centers’around 3 per 
cent in the more profitable stores. 

Rent is variable, averaging about 5 per cent. Some 
stores make money even when the rent hits 10 per cent, 
but that approaches the limit. They figure—rightly, too 
—that a choice location where people swarm reduces 
other expenses. Less advertising is necessary, each 
salesman sells more per day, and turnover is speeded up. 
It takes just as much heat, light, fixtures, and merchan- 
dise for a side street quiet store as for a main street 
busy store. 

The president of Woolworth’s says, “I set my traps 
where mice are thickest.” Kindergarten stuff? Right. 





business CAN be had 


G-460 
Brownbilt Putty Beige Elkide 
Moccasin Oxford. Whippet 
Elkide trimming, Natural 
Rubber sole and heel, welt, 
Health No. 4 last. AA 4 to 8, 
A 3% to 8, B 3 to 8, C 24% 

to 8, D 2% to 8. 


$2.65 


Wow Sa.0¢ BSOwNqgasaay, Manufacturers 


St. Louis 
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And that “miscellaneous expense” item is a deceptive 
catch-all. The microscope will reveal many a leak. 

4. Accounts recewable deserve much thought. They 
are “if” assets. Comparing them with last year’s, if the 
increase in accounts receivable has been proportionately 
greater than the increase in the total credit business done, 
then look out! This means our accounts are just that 
much older and, consequently, that much harder to col- 
lect. They are assets “if” collectable. 

Having people owe us money is fine. But every dol- 
lar due us means one more dollar of capital is necessary. 
It means there is one dollar in the profit account that is 
missing from the bank account. Either that or else we 
owe some creditor one more dollar that otherwise would 
have been paid. Thus our No. 5 begins to take on added 
importance. 

5. What is our collection percentage—and what does 
the term mean, anyway? The collection percentage is 
found by dividing the collections for any month by the 
accounts receivable at the beginning of that month. 

Thus, if our accounts receivable on February first are 
$8,000, and February’s collections are $3,200, our collec- 
tion percentage is .40 ($3,200 divided by $8,000). This 
percentage varies in shoe stores from possibly 25 per 
cent to 50 per cent or higher, the general average being 
around 40 per cent. 

Now let’s figure a bit. If our collection percentage is 
40 per cent, the average age of our accounts is two and 
a half months. Surprising, isn’t it? Folks haven’t 


been paying up in 30 days as they promised. If our 
collections drop to 30 per cent it means our customers 
take three and one-third months to pay their bills, and 
so on. Dividing 100 per cent by the monthly collection 
percentage gives the average age of our accounts in 
months. 

We would be wise, therefore, to list all our accounts 
according to age, two months, four months, six months 
old. We will notice all those old accounts have quit 
trading with us. Say what you,will, people like to trade 
with a store that is prompt and firm about collections 
Nobody respects an easy mark. Then let’s show some 
collection energy, remembering that every dollar by 
which we reduce our accounts is just one whole dollar 
in the business instead of out of it. That, too, is 
kindergarten stuff. 

6. Ho hum, here’s the shoe man’s perennial sore spot 
Stock, stock, too much stock! It’s been said a thousan« 
times, but let’s say it again: If the percentage of stock 
increase is greater than the percentage of sales increase, 
the result is slower turnover, older stock, increased de 
preciation. 

But to be specific, let’s investigate.. Leaving out the 
big words, what real benefit would a $5,000 stock reduc 
tion have brought? 

A. Reduced insurance, possibly $50. 

B. Reduced taxes, at least $100. 

C. Reduced interest at 6 per cent, $300. 

D. Reduced depreciation, equally tangible but 





Fix it in your mind 
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Brownbilt Putty Beige El- 

kide Violet Ray Oxford. 

Brown Calf lacing, Natural 

Rubber sole and heel, welt, 

Health No. 4 last. AA 4 

to 8, A 3% to 8, B 3 to 8, 
C 2% to 8. 
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harder to estimate. A smaller stock means 
a fresher stock. A fresher stock means 
fewer mark downs. 

So we begin to see that a substantial stock reduction 
brings about very definite and important cash savings 
regardless of sales volume. It follows that the sales 
could drop off a bit and we would still be money ahead. 

However, a sales increase on the same stock is as good 
as a stock reduction on the same sales—even better. 
Either produces faster turnover. 

7. Turnover, how that word annoys us! Most of us 
don’t even figure it. (Most of us don’t make a satis- 
factory profit either.) 

Yet a study of many stores’ operating statements re- 
veals this fact: High profit is associated with high turn- 
over more closely than with any other phase of store 
operation. 

Now for more kindergarten stuff. Turnover is found 
by dividing the total sales for the year by the average 
stock for the year, both figured on the same basis. 
Divide pairs sold by pairs in stock, retail sales by retail 
stock, or cost of goods sold by cost of stock. But don’t 
divide retail sales by cost stock. 

If the average stock is not known, divide the inventory 
at cost into the cost of the year’s sales to get an approxi- 
mate answer. 

Now let’s not say, yes, yes, and forget about it. Let’s 
figure it out right now—there we have it! 

A one time turnover is a dangerous situation demand- 


ing heroic action; 2 times is average but weak; 3 times 
should be our goal. Style shoes require more; staples 
can squeeze along with less. Here’s a new sidelight on 
turnover : 

The turnover relation between daily sales and items 
in stock: 


sale daily to every 300 items is 1 turnover 
sale daily to every 200 items is 1% turnover 
sale daily to every 150 items is 2 turnover 
sale daily to every 120 items is 24 turnover 
sale daily to every 100 items is 3 turnover 

So if our stock is turning twice we mustn’t boast, “Oh, 
yes, everything is selling fine!” It can’t be true! If 
only one pair out of every 150 in stock is sold every day, 
then some whole sections positively remain untouched 
day after day, possibly week after week. No one can 
dispute that. It’s kindergarten stuff ! 

By the way, turnover is not a percentage, it is a 
“times” figure, two times, three times, etc. 

8. If sales show a decrease, there should be a cor- 
responding reduction of expenses, stock, accounts re- 
ceivable, and accounts payable. 

However, we have already seen that profit does not 
depend on volume in itself. Profit is rather the result 
of favorable relationships between volume and various 
other things. It is these relationships we are now at- 
tempting to study. 

9. There should be a yearly fixture depreciation in 
the expense account, amounting to 10 per cent of the 
original cost of the fixtures. For insurance purposes it 
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is well to carry fixtures in our assets at original cost, at 
the same time building up in the liabilities a reserve for 
this depreciation. If we do not create such a reserve 
we must carry the fixtures in our assets at their depreci- 
ated valuation. 

10. Watch the ratio of quick assets (cash on hand 
plus probable immediate cash receipts) to current liabili- 
ties. This comparison from one year to the next is not 
a bad measure of our progress. 

The coveted ratio among retailers is two dollars of 
quick assets to one dollar of current liabilities. For 
instance : 

Liabilities 
Accounts payable ....$2,500 


Assets 
Cash on hand........ $2,000 
Probable cash sales 
and collections for the 


OO ee 7,000 Note due in 30 days.. 2,000 





Quick Assets ........ $9,000 Current liabilities... .$4,500 
Current ratio 2 to 1 

In such a position we can take our discounts and still 
talk turkey to any manufacturer who has an interesting 
spot cash proposition. 

11. How much do we owe the bank? Banks exist by 
lending. Yet they frown upon a merchant who con- 
tinually-renews his notes, even though they be small 
compared to his assets. Unless a man can clear up all 
his notes at least once a year, the bank considers that he 
is using their money as working capital in his business. 
This practice, they say, is bad business. Bank loans are 
for temporary discount-taking purposes. 





12. Unless the discounts earned amount to a very 
considerable sum the financial condition has been none 
too sound. Passing up discounts is a serious by-product 
of some deeper trouble, usually a top heavy stock. 

There we are! Know all ‘men by these presents that 
the retailer who masters these twelve kindergarten les- 
sons he, we declare, is a first grade merchant. 


Sell Merchandise That Sticks 


The proprietor of a successful neighborhood shoe 
store says: “When you advertise, you must give them 
merchandise that sticks—in other words, don’t advertis: 
to get them in and sell them something cheap, but sell 
them quality merchandise and you never have a come- 
back because they are dissatisfied with their purchase. 
If you fool them once, it is once too often. They may 
buy your merchandise once, but the next time you 
won’t see them again. So when you advertise, back it 
up with good merchandise. You can advertise a thou- 
sand times, but if your merchandise is not there it 
won't do you any good. 

“We dress our windows every two weeks and kee;) 
them constantly changing, with the same styles, but we 
put them in different position every time. WINDOWS 
ARE THE EYES OF YOUR STORE—and it pays to 
watch your windows if you want people to buy instead 
of going by.” 
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Enlargement of the Shopping Area 


By CHARLES L. MATHIS 


A: the Boston N. S. R. A. convention 
a few years ago a Parisian shoe designer told the at- 
tendants, in answer to the question as to why Paris 
seemed to lead in the matter of shoe styles: “It is because 
we have to go so fast to keep the United States from 
running over us.” 

The same motive, which may in its last analysis be 
a fight for self-preservation, plays an important part 
in all modern business life. 

For instance, modern rapid transportation turns that 
which was formerly an all-day tedious journey into an 
after-supper pleasure trip. This same thing which 
brings people to your city a'so takes them away from 
your city; so when a customer says, “I believe I will 
look around,” that does not necessarily mean in the next 
room or the next block. It may mean in another city. 
The writer has a shoe salesman friend who, a few years 
ago covered part of the Rocky Mountain States. On his 
first trip in this region, after an all-day ride to reach a 
certain dealer to whom he hoped to sell the idea that he 
was losing a large amount of business by not handling 
the line the salesman had, the latter found that every 
shoe in the store was from a certain we'l-known manu- 


facturer. This dealer had no competition, and his isola- 
tion was his security. It was buy ’em or go barefooted. 

The argument which the salesman had been formulat- 
ing all day was knocked into a cocked hat. A very few 
dealers are so fortunately situated. In the first place, 
whether we desire it or not, we are obliged to keep a 
good assortment of styles and sizes. The matter of 
fitting is just as important to the dealer as it is to the 
customer. Next, our windows and display cases must 
be kept attractive, so that many who drive in even for 
the picture shows may Stop, Look and Listen. 

Then comes the problem of reaching out with our 
advertising. “Aye, there’s the rub.” No iron-clad rule 
can determine just how, when, where or how much every 
new paved road which connects centers of population will 
cause some shifting of customers to other trading points. 
The cross-road stores and small villages are the heaviest 
losers. The human family just naturally likes to crowd, 
and the female of the species just as naturally likes to 
shop around with the all-too-frequent result that she is 
not satisfied with her purchase (if she buys), so in our 
advertising at any point we must consider our proximity 
to a larger city and our trade’s facilities for getting there. 
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QUALITY GENERATES MER- 


CHANDISING POWER—IT EXPRESSES ITS OWN 
IMPORTANCE IN THE RESPONSE IT BRINGS. 










As a direct response to an intrinsically fine quality product .. . 


of well-balanced excellence and appeal . . . the evidence is 





recorded in our sales... in the enthusiasm of dealers and con- 





sumers alike . . . affording ample latitude for an expression 





of our pardonable pride . . . and without having to be con- 






sidered immodest about it. 








(1) Our January orders... up to only the 20th (exceeding 
the entire month of January, 1930) bring our factory to 






capacity production. 







(2) In the short space of time . . . since inaugurating the re- 





fined quality now so widely recognized in our product... 





we have established 169 new accounts of the most substan- 






tially desirable type . . . the increased size of their repeat 






orders being especially noteworthy. 











(3) The increased and rapidly increasing volume from the 


longer established list of our loyal customers . . . those of the 






same desirable type . . 






. bespeak their hearty approval and 
gratification. 











Thus, briefly... is the undisputed testimony for quality 


achievement . . . further sustained by such outstanding mer- 








chandise being available in the new, currently popular range 

















for profitable retailing at $7.50, $8.50 and $10.00. 








Distinctively 
Fine Footwear 
for Women 





Distinctively 
Fine Footwear 
for Women 





Pe digo -lake Shoe (0. 


Saint Louis, Missouri 
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Here’s a Method That Works 


“There is a young Texan 
managing the Kinney, Davenport, Iowa, store, who 
has a number of workable ideas relative to keeping 
his stock clean. Read some of H. S. Watson's 
inethods : 

“Getting rid of odds and ends profitably and 
quickly is always a problem. Like many stores, we 
have five extra Saturday men. It was almost impos- 
sible for these boys to remember all the P. M. stock. 
©f course, they are working when the sales are 
greatest. Instead of trying to have them sell all the 

’. M. shoes at once, twelve pairs of seasonable P. M.s, 
representing a fairly good range of sizes, are placed 
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MANAGERS WiLL Fin STOCK 


NUMBER BE SURE TO SHOW THE INVOICE NO OF THE LAST SHIPMENT INCLUDED IN YOUR REPORT 


on the front case. No price tickets go on the shoes. 
All the men are required to show one of these shoes 
when selling that size. As fast as one pair is sold 
another pair is put in its place. It is a cinch to clean 
out from twelve to fifteen pairs on a Saturday through 
this concentration. 

“P. ML. sections are started right back of the reg- 
ular lines ; that is, the men’s black calf oxfords are up 
front, immediately following them are the P. M. 
shoes of this type, all sized in together. 

“Once a week and before all buying we take off a 
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composite size sheet of both groups, noting the weak- 
ness of the regular stock and the strength of the 
P. M.’s. Stock can be reduced by not buying in new 
goods while the same sizes are in the discontinued 
section. Customers are not half as finicky as the 
salespeople like to imagine. 

“Nothing adds to the sales possibilities of P. M. 
shoes any more than having the shoes neatly laced as 
they are wrapped in clean tissue and in clean, freshly 
labeled boxes. No one likes to handle dirty stock, 
much less buy it. 


Short lines get lost in a 
stock and so get older and older. We have found it 
profitable to size in a discontinued number right in 
with the nearest pattern. This keeps the short lines 
to the fore at all times. It is only when the shoes are 
different from the rest of the stock that the sizes are 
hashed. 

It is the selling organization that often thinks a cus- 
tomer cannot be sold unless every size in the rack is 
the same identical pattern. Customers would be 
easier and more quickly pleased if the salespeople 
would not fuss them up so much in trying to intimate 
their personal likes and dislikes. 


Fou 20: PERRY-NORVELL CO. ° U, 
fenone Sizes on Hano rasa ort, lowe lAthiinn dleek 9 
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MANAGERS WILL FILL 


NUMBER BE SURETO SHOW THE INVOICE NO OF THE LAST SHIPMENT INCLUDED 1W YOUR REPORT 





A NEWLY perfected spread- 
ing device and rod with square 
threads of large pitch insure easy 
and accurate action. Blocks are 
of fully seasoned rock maple, 
and are shaped and finished as 
carefully as a last... Corn and 
bunion plates supplied with 
every stretcher. 


| 
‘| 
I 
| 
| 


Every retail shoe store should also be 
equipped with the GAC Instep Stretch- 
ets, GAC Toe Raisers, and the Climax 
Shoe Stretchers for women’s high heel 
shoes. We also supply the well-known 
Repco Shoe Stretchers. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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Shoe More Service Section | 








Devoted to 
DISPLAY, EQUIPMENT AND SUPPLIES 
for the Retail Shoe Store 





Display Memos for February 


| February 2-7 


This week something out of the ordinary should be done to draw the public. 
cuts having already been played for about all they’re worth, don’t make further 
cuts, but bring out some new items or groupings attractively priced and use a 
“stunt” of some kind to bring people in. Guessing contests accomplish this. Or 
make an allowance for old shoes brought in by purchasers of new ones, the old 
shoes to be turned over to organized charities. Valentines given with children’s 
shoes should prove a drawing card. 

Get some suitable decorations ready to be used in connection with the three big 
February birthdays: Lincoln’s, the 12th; St. Valentine’s, the 14th; Washington’s. 
the 22nd. Show school shoes this week, as there are special exercises to come. The 
days mentioned are “heavy” dates for dances, parties, lodge affairs, etc. 

Have a shoe artist get busy now on drawings of the shoes that are to be illustrated 
in your spring ads. Also utilize some spare time working up ideas for other 
illustrations and lettering for these ads. 

Plan ahead on staging a spring style show, either “on your own” or in cooperation 
with merchants in other apparel lines. 


February 9-14 


Show some party shoes this week. 

When folks think of shoes now they think of them in terms of spring styles; so 
an advance showing of spring styles should be put in this week or soon. 

Be sure to take the Lincoln display material out of the windows Thursday night, 
and the Valentine material Saturday night. 

Winter stock on the sales floor can now be squeezed into less shelf space, and some 
spring stock can be put in place. 


February 16-21 


If your stock of rubber footwear for stormy weather isn’t down to what it should 
be, use some window streamers or other conspicuous printed display for these 
items, and give them a small window or a good sized unit display. 
What’s left of the winter shoe stock? If enough to cause concern, stage a final 
cee and spare no pains in getting the real bargain lure into your windows 
and ads. 

e 


February 23-28 


This is a time either for price bait or for making a play on spring styles. Possibly 
the condition of the stock and the weather conditions will indicate that both should 
be done. In that event devote the entire window display space with the exception 
of an island or center window to one of these classes of merchandise. Don’t run 
them in together in either a window or an ad. Make no mention of clearance items 
in your spring style ads. 

If not yet introducing the spring styles, offer hosiery, trees, or something as a 
merchandise bonus. 


Price 
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ASK YOURSELF 
THESE QUESTIONS 


about your store 
RIGHT NOW! 


1. Does its appearance com- 3. Is the store 100% efficient 
pare favorably with competi- —geared to today’s buying 
tors’ stores? . habits? Are departments cor- 
rectly placed? Is every square 
foot of available productive 
space—producing—paying you 
maximum profits? 





2. Would a changed fixture 
arrangement or a few new dis- 
play cases add to the attrac- 
tiveness of the store—and of 


the merchandise? 
4 y 4 


The first of any year is a pretty good time to analyze your 
business. You've taken inventory—closed your books. 





If your store and your business practices are 100% up-to-date 
you are doing everything possible to earn your community's 
patronage. You don’t need equipment or outside counsel. 


On the other hand, if you are in doubt about your store, its 
arrangement and merchandising efficiency, probably we can 
give you authoritative, helpful suggestions—suggestions based 
on thirty years experience in solving similar problems. 


Some of the answers to the questions you might ask about 
modern, successful merchandising methods are found in our 
recently published book, “The Road to Success.” The book is free 
for the asking. Send the coupon for a copy. No obligation. 


GRAND RAPIDS STORE EQUIPMENT COpPP. 
Grand Rapids, Mich. 


Granp Rapips sheryl neato og ae 
STORE EQUIPMENT | °"" ' 


GRAND RAPIDS STORE EQUIPMENT CORPORATION 


Executive Offices: Grand Rapids, Michigan. Branch 
offices and representatives in every territory. Factories : 
Grand Rapids, Portland, Ore., Baltimore, New York City RIE Sad AO ks Ronse ee 8 


ESAS Ra Re Ge Se Ol le 


Address 











store planners, designers and manufacturers of fine store equipment 
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Planning 


an 


Impressive 


Introduction 
for the 


Styles of the 


New. Season 








Putting on a style show isn't 
extremely difficult or expensive 


Style being a prime element in 
the sale of shoes, especially when a new season is com- 
ing in, why not make it a point to do something more 
than your competitors do toward demonstrating stvle 
leadership ? 

This can be done by putting on a style show. If 
you have only a moderate-sized store, you can do it 
in conjunction with other specialty stores selling 
apparel. If you have a good-sized store, you can 
hold your own show in the store. This has been done 
on a quite elaborate scale at a cost of $500 plus adver- 
tising. On a more moderate scale it can be done for 
considerably less. 

The style show is a most effective form of pub- 
licity to employ, as the impression it creates is not 
only deep but lasting. Also. with many people it 
creates a desire for certain types of shoes and apparel 
that they may not have formerly contemplated pur- 
chasing. 

Whether you are going it alone or participating 
with other merchants, provision must be made for the 
following : 

Place (store, theatre or hall). 

Mannequins (young women, men or children). 

Music (orchestral or organ). 

Entertainment features (to intersperse between 
exhibits ). 

Decorations (just enough to create a gala atmo- 
sphere ). 

Advertising (special announcements of the show). 

Styles (shoes for all occasions, with suitable cos- 
tumes ). 

One of the problems to be faced is the securing of 
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the young women models. This has been solved 
through offering to make a donation to some young 
women's organization in return for such services. 
Church organizations, such as the Girls’ [riendly 
Society, have proved responsive. Dancing schools 
also might be of help in this matter and they can 
always be relied upon to furnish child models and as 
many child dancing numbers as may be wanted. 

An advantage that this “home talent” offers, besides 
economy, is that all the friends of the models will take 
a keen interest in the show. A few rehearsals of the 
models should be held, and the dancing instructor 
should be a good one to take charge of this, drilling 


them in the right manner of walking for this occasion. 


F the show is held in a shoe store 
where two rows of chairs are set back to back along 
the center of the store, the runway could be built over 
these, with rows of rented chairs on either side. If 
in a lodge room, the runway could extend down the 
center of the room, with a stage at one end. 

Should a movie theater equipped with organ be 
used (this is the case of several stores participating ), 
it would be possible to “get by” with the organ with- 
out additional music. 
chestra from a local church, club or society can likely 
If not, the dancing 


However, a home talent or- 


be secured at very small cost. 
school can help out on this. 

Before staging the show, care should be taken to see 
that each costume for each model is well chosen and 
even the smallest details are in perfect harmony with 
the dress and coat and with each other; also that they 
fit perfectly. 





Open Your Door 


‘to Bigger Profits with 
American Interlocking Shoe Store Chairs 


Beyond good values and smart merchandise, 
the modern shoe store must offer shopper at- 
traction. For unattractive stores and obsolete 
seating equipment create an old-fashioned at- 
mosphere. Shut out shoe store profits. Liter- 
ally close your door to willing buyers. 
Equipped with American Interlocking Shoe 
Store Chairs, your store takes on a profit build- 
ing transformation. Radiates 
distinction, progressiveness, 
good taste. And as a result it 
becomes the preferred shop- 
ping place for particular peo- 
ple. “American” Chairs open 
your door to those profits which 


AN 
EXCEPTIONALLY 
ATTRACTIVE 
UNIT SHELF 
DISPLAYER 

FOR FOOTWEAR 


NO. 4169 DISPLAYER 
36” high overall—3 shelves for shoes 
Weed antique maple finish—chrome finish metal 


DISPLAY FIXTURES ARE USEFUL FOR 
EFFECTIVE MERCHANDISING DISPLAYS 
ONLY IF THEY ARE PLEASINGLY DE- 
SIGNED TO PRODUCE AN ATTRACTIVE 
AND PLEASING ATTENTION TO YOUR 
MERCHANDISE WHEN SHOWN FROM 
THEM. BACK UP YOUR MERCHAN- 
DISING DiSPLAYS WITH FIXTURES 
CORRECTLY DESIGNED AND BE SURE 
OF GOOD RESULTS—WRITE HUGH 
LYONS & COMPANY FOR FIXTURE 
IDEAS. ASK FOR “MODERN DISPLAY.” 
WE HAVE MANY NEW AND PLEASING 
corm AND DESIGNS TO SUGGEST AND 





SHOWING A DISTINCTIVELY STYLED 
DESIGN AVEDON DESIGN (2450) 


No. 4081 


5 GREAT 
FEATURES: 
GREATER 


SEATING 
CAPACITY. 


GREATER 
BEAUTY. 
GREATER 
COMFORT. 


good values and smart mer- 
chandise alone can not bring. 


32-Page Book and Service 
— Free 
Thousands of shoe stores from coast to 
coast have found the key to bigger busi- 
ness by letting our Shoe Store Service 
Department solve their seating problems. 
Without any obligation to buy, our 
engineers and draftsmen will be glad to 
lay out your store for maximum attrac 
tiveness and efficiency. Simply send us 
rough layout. Our interesting and help- 
ful 32-page book, ‘‘New Stylesin Shop 
Seating”, also sent free to owners and 





B 





| AMERICAN SEATING COMPANY 


14 E. Jackson Blvd., Chicago 


Gentlemen: Send me, without obligation, you” 
helpful 32-page book, “New Styles in Shop 
Seating.” 


Name 





Add 
4 


City 
Address Personally to 
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GREATER 
“3 DURABILITY. 


LANSING, MICHIGAN 
“MEMBER NAT'L DISPLAY EQUIP. ASS’N’ 


FOR FIXTURE INFORMATION WRITE 
HUGH LYONS & COMPANY 


== MODERN 


CHICAGO—I311 MERCH. MART 
NEW YORK—ROGERS PEET BLDG 
485 FIFTH AVE. 





greater | American Sening (Gupany 


i 14 East Jackson Blvd., Chicago 


Branches in All Principal Cities 


DISPLAY) ———— 


BOSTON—52 CHAUNCY ST. 
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NATIONAL NEWS 


SATURDAY, JANUARY 31, 1931 


EVERY WEEK 





Mittelman Again 
Heads Detroit 
Retail Ass’n 


DetroiIr (UTPS)—M. A. Mittel- 
man, chairman of the recent Detroit 
convention committee and elected a 
director of the N. S. R. A., was re- 
elected president of the Detroit Shoe 
Retailers’ Association at its annual 
meeting in the Book-Cadillac Hotel. 
Other officers re-elected were V. V. Mc- 
Bryde, vice-president; Clyde K. Taylor, 
secretary and treasurer, and Stewart 
Rackham, assistant secretary and treas- 
urer, 

The meeting decided to send a let- 
ter to James H. Stone, manager of the 
N.S. R. A., asking that Detroit again 
be considered as the scene of the next 
convention. An invitation to this ef- 
fect already has been sent to the con- 
vention committee. 

Letters were received from Mr. Stone 
in which the Detroit convention com- 
mittee was complimented on the suc- 
cess attending the recent convention, 
said to be one of the most successful in 
the association’s history. Members of 
the local association gave a rising vote 
of thanks to the officers for their ef- 
— in connection with the conven- 
ion. 

Membership fees were fixed at $5 per 
member per year, this rate to apply to 
individuals and not to stores. 

Directors were elected as follows: 
James A. Wilson, A. 0. Day, Charles 
Rapp, John Hodge, M. Van Alstein, 
Harry Soloman, W. L. Jonakin and 
Otto Brey. 

Walter M. Parker, Jr., was named 
chairman of the membership commit- 
tee and will be assisted by Nathan 
Hack, J. Ertell, John Temple, Ben 
Berk, William H. Dowler and E. D. 
Stocker. A campaign is planned to 
attract suitable members from the non- 
downtown districts. 

Conditions in the retail trade were 
reported by members to be satisfac- 
tory. Despite continued mild weather, 
it was stated, there has been a satis- 
factory increase in business since the 
Christmas season, and the new year has 
opened with every prospect of a grad- 
ual improvement. 

The publicity given footwear during 
the convention has had a favorable re- 





action, members stated, 
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Milwaukee Plants Speed Production 


Several Factories Near Capacity and Others Step Up 
Output as Orders Gain 


MILWAUKEE, WIs. (UTPS)—Gratify- 
ing evidence of an upturn in the shoe 
manufacturing business is seen from 
the statements of Milwaukee manufac- 
turers who in the past few weeks have 
stepped up production. - 

The reports of sales during 1930 
were also gratifying, some firms show- 
ing an increase in sales over the pre- 
vious year, while others were within a 
small percentage of the 1929 volume. 
Although sales were drastically cur- 
tailed during the final half of the year, 
sales during the first part were gen- 








More Stability 
in Shoe Trade 
in Chicago 


CHICAGO (UTPS)—The shoe trade in 
Chicago showed definite signs during 
the past week of a more stabilized con- 
dition. With few exceptions merchants 
and leaders in the trade expressed gen- 
eral satisfaction with the manner in 
which business is displaying a growth 
in confidence. 

Unusual merchandise values have de- 
pleted dealers’ stocks to an unprece- 
dented degree, with the prospect of new 
buying and increased factory employ- 
ment in the offing. 

The Boston Store, one of Chicago’s 
large department centers, is conducting 
a sensational sale of women’s arch pre- 
server shoes at $1.95 a pair. They re- 
port a constant large attendance. 

Commenting on the present condi- 
tions, Manager Herman Kohn; of the 
Wolock & Bauer store, says: “We are 
doing very nicely. There has been quite 
an improvement noticeable since the 
first of the year, and we look forward 
to a pleasant and profitable spring busi- 
ness. We are now in the midst of our 
clearance sale, and when this mer- 
chandise is sold we will have one of the 
lowest inventories in the history of 
our concern.” 
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erally in excess of 1929, and the twelve 
month totals were satisfactory. 

Hundreds of employees of shoe fac- 
tories have been called back to work, 
and many plants are running at or 
near capacity. Officials are unani- 
mous in the belief that, although the 
trend is upward now, seasonal sales 
are playing a great part, and it will 
be several months before the industry 
will adjust itself fully here. 

“Business has picked up materially 
here during recent weeks, and Janu- 
ary volume to date is about 20 per 
cent ahead of the same period last 
year,” Theodore Vogel, president of 
the Rich-Vogel Shoe Company, said. 
Total sales for this firm were 5 per 
cent ahead in 1930 over 1929. There 
are now employed 350 workmen at 
five and one-half days weekly, and 
the production of the factory is 1800 
pairs daily. 

According to officials of the Huth 
& James Shoe Manufacturing Com- 
pany, the January business to date is 
running well ahead of 1930, with a 
satisfactory outlook for the next few 
months. 

“Because of seasonal influence there 
has been a steady upturn in business 
of late,” said H. L. Nunn, president 
of the Nunn, Bush and Weldon Shoe 
Company. “During 19380 our sales 
were less than 5 per cent under the 
volume of the year before. Practically 
all of our old force is now employed, 
and production is running at 2500 pairs 
daily.” 

W. W. Collins, secretary of the 
Harsh & Chapline Shoe Company, 
said that “the volume of business we 
are doing at present is as much as 
can be expected, with orders coming 
in regularly. We are employing 900 
people and produce 7200 pairs a day. 
The 1930 sales volume was within 8 
per cent of the high 1929 total.” 

Organized last August, the Fred A. 
Mayer Shoe Company is running near 
to capacity now, making about 500 
pairs of ladies’ style shoes daily. Fred 
A. Mayer stated that his firm is in- 
creasing its output, and that enough 
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Jamestown, N. Y.., 
Starts Check 


Passing Game 


New Plan to Get Trade Started 
Again Backed by Shoe 
Merchants 


JAMESTOWN, N. Y.—Nine footwear 
retailers in Jamestown are among the 
100 Jamestown merchants who have 
placed in circulation 100 certified checks 
for $10 each, with blank spaces on the 
reverse side for 50 indorsements. The 
checks are to be used in Jamestown 
either for the purchase of new mer- 
chandise or to liquidate indebtedness 
as a contribution to a business build- 
ing program. 

None of the checks will be redeemed 
by the banks upon which they are 
drawn until March 15, and then the 
banks will make a tabulation and prizes 
will be awarded to the starters of the 
checks receiving the greatest number 
of indorsements. The plan is being 
sponsored by a special committee of the 
Jamestown Merchants’ Association, 
headed by William I. Siegfried, and 
has the indorsement of: the bankers 
of the city and the Jamestown Cham- 
ber of Commerce. 

Each check has a potential purchas- 
ing power of $500 if there are 50 in- 
dorsements, so that the total purchas- 
ing power of the 100 checks is $50,000. 
Already many Jamestown shoe retail- 
ers have received these checks in pay- 
ment for footwear, and they again are 
immediately placed in circulation, so 
as to have them pass through the hands 
of at least one person every day. One 
shoe retailer explained that the first 
person to whom he gave the check in 
payment for other merchandise re- 
turned to the store later in the day 
and bought a pair of $10 shoes so the 
shoe retailer had to start his own check 
in circulation again. 


Shoe Factory and Tannery 
Win Accident Prevention 
Awards 


BUFFALO, N. Y.—John Ebberts Shoe 
Company, shoe manufacturers, was one 
of the winners of a certificate of merit, 
while George Laub’s Sons, Inc., leather 
tanners, was the winner of a trophy 
in the sixth annual State-wide accident 
prevention campaign, sponsored by As- 
sociated Industries for not having a 
single lost time accident throughout 
1930. The awards were made at the 
annual dinner for representatives of 
participating industries, staged jointly 
by Associated Industries and the Buf- 
falo Chamber of Commerce. 


Store Damaged by Fire 


PITTSBURGH, PA. (UTPS)—Fire re- 
cently caused a loss of $300 to the 
Patsy Family Shoe Company’s store in 
611 N. Homewood Ave. The fire started 
from a defective flue, firemen say, and 
damaged the walls and roof of the 
ee and part of the stock in the 
store 
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F. W. Breed Dies 


Formerly Prominent in New Eng- 
land Shoe and Leather Industry 


New York—Francis W. Breed, who, 
until his retirement several years ago, 
was a prominent factor in New En- 
gland’s shoe and leather industry, diced 
at his home in this city Jan. 23. Fu- 
neral services were held in the Cen- 
tral Congregational Church of Lynn, 
Mass., Jan. 26, and burial in the Pine 
Grove Cemetery. 

Mr. Breed a the shoe business 
after an earlier business training in 
the First National Bank of Lynn, op- 
erating factories in Marblehead, Ath] 
and New Rochester, N. H. Subsequen:- 
ly he became president of the Brecd 
Leather Company, which position he 
held until his retirement. 

He was a past president of the New 
England Shoe and Leather Association, 
former director of the Boston Chamber 
of Commerce, a director also of the 
Eliot National Bank and the Lynn In- 
stitute of Savings, and the Massachu- 
setts’ representative on President Ben- 
jamin Harrison’s commission to ar 
range for the Columbian Exposition 
held in Chicago in 1893. 

He is survived by his widow, Alice 
Ives Breed; three daughters, Florence, 
wife of Ali Kuli Khan, now of Los An- 
geles, former attaché of the Persian 
embassy; Mrs. Alice Godfrey of New 
York, and Mrs. Ruby Johnson of Lynn- 
field, Mass., and two sons, Francis and 
Ralph Breed, both of New York. 


Watson Shoes Reorganized 


STOUGHTON, Mass.—A change in the 
management of the Watson Shoes, Inc., 
has been effected, and A. F. Bancroft, 
of the Bancroft-Walker Shoe Company, 
Boston, is now a member of the firm. 

Mr. Bancroft has bought the inter- 
ests of Frank C. Stetson, vice-president 
and general manager, and Charles Gle:- 
son, treasurer. Both Mr. Stetson ani 
Mr. Gleason sever their connections 
with the company. 

Albert N. Blake continues as presi- 
dent of the firm. Mr. Bancroft has 
been connected with the manufacture 
of shoes for some time and is highly 
rated in the shoe trade. His firm, the 
Bancroft-Walker Company, is a going 
concern. He will still retain his affilia- 
tions with his Boston company. 

The Watson Shoes, Inc., started its 
spring run recently when a full crew 
of cutters returned to work. They will 
operate with a full complement of 
workers. 


Olean Tannery Burns 


OLEAN, N. Y.—The large leather tan- 
nery of English & Walton Company, 
in Olean, owned by Philadelphia inter- 
ests, was destroyed by fire with a loss 
estimated by insurance adjusters at 
$475,000, of which $325,000 was in 
cured hides. The damage to the build- 
ing, a 4-story frame structure 600 [t. 
long, is estimated at $150,000. It was 
reported the tannery will not be rebuilt, 
but operations will be shifted to some 
other locality. About 125 operators 
were employed at the plant. The dai- 
age is fully covered by insurance. ‘he 
cause of the fire is not known. 
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Men’s @ Women’s 
Slippers 
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Turns only 
Priced, $2.10 to 
$3.25. 


No. 1434—Tan 
Kid Everett 
C-D-E, $2.60 


No. 1435—Tan 
Kid Opera 
C-D-BE, $2.60 











HORCO SLIPPERS are made better— 
and sell better—than any other slippers 
on the market in the popular price 


class. Catalog on Request 


VINCENT HORWITZ CO., Inc. 





64-76 W. 23rd St. New York City 











High Grade Mules 
and D’Orsays 


Catalogue sent on 
request 


Paristyle Footwear Mfg. Co., Inc. 
Factory and Salesroom 


153-159 West 27th St. New York City 








MEN’S FINE 


HAND TURNED 
SLIPPERS 


Manufactured 


Full leather by 


lippers 
OO $2.65. W. S. CHASE & SONS 
Send for Catalogue. Haverhill, Mass. 


Boston Office: Room 501, Statler Bldg. 

















Merchants Urged 
To Fill in on 
Selling Sizes 


Boston, Mass.—While agreeing that 
a properly adjusted inventory is very 
desirable, Alfred W. Donovan of E. T. 
Wright & Company, Rockland, Mass., 
told the members of the Boston Boot 
and Shoe Club at its meeting here on 
Jan. 21 that the present-day tendency 
toward low inventories may result in 
disastrous loss of sales at retail. 

Already, he urged, there have been 
walk-outs in retail stores because the 
merchants have allowed their stocks 
to reach the point at which they have 
too few sizes to do a good job of fit- 
ting. He advised merchants to take 
inventory of their merchandise by sizes 
and to place fill-in orders at once, in 
order that this condition be remedied. 
This, he argued, will benefit the mer- 
chant and his customers and will re- 
sult, furthermore, in higher factory 
production and a consequent lessening 
of unemployment in the shoe and lea- 
ther industry. 

The dinner-meeting, held as usual 
at the Hotel Statler, had as another 
feature speaker Dr. A. J. Philpott, a 
member of the staff of the Boston Globe, 
who told of the many interesting ex- 
periences had by reporters in their 
search for news. 

The program of the meeting was a 
clever four-page folder, the first page 
of which was a reproduction of the first 
page of a recent issue of the Boston 
Globe, the inside pages being devoted 
to the program, menu and a list of offi- 
cers of the club. 


All W. L. Douglas 
Officers Re-elected 


BrocKTON, Mass.—President Herbert 
L. Tinkham and other officers were re- 
elected at the annual meeting of the 
stockholders of the W. L. Douglas Shoe 
Company Jan. 22. Other officers re- 
elected are: Vice-president and trea- 
surer, Charles D. Nevins; clerk, Burton 
J. Torrey, assistant treasurer, Warren 
A. Weeks; directors, Herbert L. Tink- 
ham, Charles D. Nevins, Herbert T. 
Drake, Burton J. Torrey, Ernest S. 
Rogers, Clarence C. Reed and Lester D. 
Morse. Annual reports were approved. 


N. C. Evans Elected Director 
of Natural Bridge 


LYNCHBURG, VA—At the annual 
stockholders meeting of Craddock Terry 
Co., held in Lynchburg on Jan. 24, N. 
C. Evans, managing director of the 
Natural Bridge Shoemakers division, 
was elected to the board of directors. 

Mr. Evans, who was formerly asso- 
ciated with Gimbel Bros. of New York 
and Wieboldt of Chicago in the retail 
field, has had charge of the develop- 
ment of the Natural Bridge arch shoes 
retailing at $5 and $6. These shoes are 
being extensively promoted through the 
medium of radio and such nationally 
popular magazines as Good Housekeep- 
ing and Ladies’ Home Journal. 

Several thousand Natural Bridge 
agencies have been established during 
the past year, and the company reports 
a constantly increasing interest and 
growth. 
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Sees Danger in Overplaying 
Single Style 


New YorkK—“This is a season when 
spring buying is being very carefuly 
studied and analyzed,” writes Miss 
Elizabeth Ambrose, stylist for New 
Castle Leather Company, in an article 
on the outlook for the coming season, 
which has been issued through Ameri- 
can Leather Producers, Inc. 

Miss Ambrose lays down two main 
principles for spring buying, (1) “Mer- 
chandise must be fashion right,” and 
(2) “It is fatal to overplay any one 
fashion.” 

“Women will continue to buy shoes 
conservatively—one shoe to complement 
several costumes. With this situation 
in mind, the color trend for March, 
April and May retailing lines up as 
follows: 

“Black will, of course, continue until 
mild weather. 

“Beige is causing much discussion. 
Beige costumes are more popular this 
season than for several years, and pas- 
tel coats trimmed with light fur are in 
the picture. It seems probable that 
prior to Easter the northern women 
will wear brown shoes with beige or 
pastel costumes, and that the southern 
women, unless she is a very high- 
fashion, will wear beige shoes—a nat- 
ural consequence of climatic conditions. 
After Easter, in the North, beiges should 
sell in approximately the volume of 
last year. The afternoon sandal in 
pale beige kid should run throughout 
the summer since it is an ideal shoe 
for wear with a wide variety of printed 
chiffons. 

“Navy blue is decidedly a factor be- 
cause of the importance of blue in 
ready-to-wear. However, representa- 
tive retailers from all sections of the 
country concur in saying that even in 
the big blue season of spring, 1929, 
sales on blue never ran over 15 per 
cent of the combined months of March, 
April and May. 

“Brown is the smartest complement 
to the spring woolens in beige, green 
or light mixtures. There is an excel- 
lent opportunity to move left-over 
brown shoes by promoting them as a 
contrasting accessory during the months 
of March and April. This is a fash- 
ion that is especially well adapted to 
northern cities, where pavements are 
likely to be wet and muddy during 
these months, but it is smart enough 
to be taken up by high-fashion women 
in the South. 

“All of these colors fit the spring 
plans of the smart, conservative, prac- 
tical woman; they are the basic ele- 
ments of any stock. 

“Pastel shoes are very smart for 
formal afternoon wear; brightly col- 
ored sandals are smart for sports, but 
these are fashions that belong at the 
two ends of the scale. 


Attended Two Shows 


New YorK—T. H. Johns, of the 
Compo Shoe Machinery Corp., who re- 
turned recently from the Boston Style 
Show, reported that from the stand- 
point of shoe machinery and Compo 
shoes sold by various manufacturers, 
this was the most successful show he 
had ever attended. Last week he was 
at the show in Atlantic City. 
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Are no gayer than the Easter frocks of 1931. 
That’s why Easter shoes are best in a soft, flattering 


beige, that harmonizes with all pastels— 


Patou Beige—No. 960 
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Norridgewock Shoe Co., Inc. 
__mmm= WORRIDGEWOCK, MAINE 
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TAP SHOES 


IN-STOOK 
No. 9780—Black Kid 
1.75 


No. 9785—Patent 
Leather 


$2.25 
BROOKS SHOE MFG. Co. 
Swanson & Ritner Sts. 
Philadelphia 
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WHERE TO BUY 


Dancing Sandals 
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LE 
BALLETS 
Black Glove Leather Uppers 
Grey Elk Sole 
WOMEN $1.15—MISS $1.10 
White Glove 
Leather Uppers 
White Elk 
Sole 


Women $1.30 
Miss $1.25 
° 
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HEODORE S. LUDDINGTON has 

joined the sales staff of Barr & 
Bloomfield, of Lynn. He was formerly 
with Donn D. Sargent Co., of Salem. 
Mr. Luddington, who is gifted as a de- 
signer, is bringing out a new sample 
line featuring black kid pumps with 
reptile trims, and sand and beige 
pumps. 


ERT RICHARDS, who has visited 
“the big trade” for many a year, 
joined up the first of the year with the 
staff of the Dalaney Shoe Co., of Bev- 
erly, Mass., makers of “Beverly Hill 


On the Selling End 


News of the Shoe Travelers and Sales Activities 





Fire Gives Spectators 
“Free” Shoes 


Houston, Tex. (UTPS)—Spectators at 
a fire which partially destroyed The 
Home Trade Shoe Store, 311 Travis 
Street, took advantage of the oppor- 
tunity to get free footwear. Water 
thrown on the fire by city firemen 
washed a large quantity of shoes out 
of the store into the gutter, where 
whooping “fishermen” scooped them out 
of the water until stopped by the ar- 
rival of A. Rubenstein, store manager. 
Origin of the fire was not determined. 
Fire and water loss was estimated at 
$12,000. 











HARLES M. GEISSLER, eastern 

divisional sales manager of the 
F. M. Hoyt Shoe Company, of Man- 
chester, N. H., died Jan. 20 at his home, 
2200 Commonwealth Ave., following an 
illness of a few days. 

For 28 years he had been in the shoe 
business with the Hoyt company, be- 
ginning as a salesman covering the 
State of Wisconsin, which position he 
held until America’s entrance into the 
World War at 1917, when he was sent 
by his company to Washington, there 
to represent them in connection with 
the big business in supplies done during 
that period. Following the war he was 
sent abroad, and his efforts while there 
were responsible for the growth in 
export business largely to France and 
England. 

Returning to this country in 1920, he 
was put in charge of sales to the vol- 
ume trade, in which capacity he covered 
the entire United States, until he was 
promoted to the position which he held 


at the time of his death. During his | 


entire business career, eminently suc- 
cessful in itself, his most conspicuous 
achievement was his ability not only to 
make friends and keep them, but to 
impress them with a sense of his ear- 
nestness and honesty. 

Mr. Geissler is survived by his widow. 
a well-known teacher of bridge whist, 
etc., who before her marriage was Miss 


Lula Hanks; four brothers and one sis- | 


ter. He was a member of the Com- 
monwealth Country Club in this city, 
the Manchester Country Club, the Der- 


ryfield and the National Shoe Travel- | 


ers’ Association. 


A WELL attended meeting of the Cali- 


fornia Shoe Travelers’ Association, | 


held recently in San Francisco, resulted 
in the election as president of Jack Lon- 
don, one of the outstanding salesmen 
of the Pacific Coast. For years he has 
been active in association work and has 
planned many new features to be intro- 
duced at meetings later this year. The 
program of meetings has been so ar- 
ranged as to include luncheon, and these 
luncheon: meetings will be held alter- 
nately at the Plaza Hotel and the St. 





Vanities.” 


Francis, both of which cater to travel- 
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ing men. The next meeting will be at 
the Plaza. 

Believing that hotel rates generall) 
| are too high, a movement is now unde: 
| way among the traveling men for a 
Boe of get-together meetings with 

the Hotel Owners’ Association, to s« 
'eure a discount rate at all hotels in 
| which samples are shown. The pres 
entation by the traveler of a membe1 
| ship card in the traveling men’s ass 
ciation, it is argued, should be sufficien: 
proof of his right to secure this dis 
count. It is argued that as salesme: 
use hotels in the aggregate much more 
than any other class of people, the, 
should be entitled to a special rate. 
The California association also i 
planning to take steps to better th 
service on the overland railroad sys 
tems running out of San Francisco. 
Meals and incidental services general 
| ly have been open to criticism, it is 
| said, particularly the high prices 
| charged in the diners. 
| 


| QTANLEY S. WHITE is now cover 
ering the South and West for Dyer 
ie Inc., of Auburn, N. Y., manu- 


facturers of Littleway-Compo anid 
straight Compo shoes for women. H: 
travels from St. Louis to Denver, 
thence West and up and down the 
| Coast. Mr. White formerly was con 
| nected with the S. S. White Shoe Com 
| pany, of Lynn, Mass. He is now in his 
| territory. 
MMETT A. BYRNE has resigne( 
his position with the Forbush Shoe 
Company, of North Grafton, Mass. For 
several seasons he has -covered the 
southern territory with the Forbush 
line. As vet no successor to Mr. Byrne 
has been appointed. 


JESSE KEITH, traveling representa- 
tive of the Marion Shoe Company. 
Marion, Ind., is in a hospital in Sa- 
vannah, Ga., slowly recovering from a 
partial stroke of paralysis. Mr. Keith 
was stricken while at the theater ani 
was taken to the Oglethorpe sanitarium 
where he will be for at least two weeks. 
attending physicians say. His home is 
| in Syracuse, N. Y.—(UTPS). 


ILLIAM A. TOMPKINS, associ- 

ated with G. P. Crafts Company 
for many year’s, is now covering the re- 
| tail trade in Western and Southern 
| New Jersey together with Philadelphia 
| and vicinity. This is in addition to the 
Central and Eastern Pennsylvania ter- 
ritory which he has looked after for 
several years. He is now on the road 
with his new spring line of Crafts 
men’s and boys’ dress welts and snappy 
sport shoe. 





GUMNES C. KOCH will represent the 
Lape & Adler Shoe Co., Columbus, 
Ohio, in Wisconsin and Minnesota, 
where he is well known to hundreds of 
merchants. During the past five years 
he has represented the Stanley Dutten- 
hofer Shoe Co. of Cincinnati. 
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WHERE TO BUY 


Children’s Footwear 





Approved by Medical Men 


As a fully ventilated 

the Burkley Ven- 
lated Foot Developer 
is unexcelled. Well 
known surgeons recom- 
mend its use. 


Burkley Shoe Co. 
1156 Ne. Main St, 





Brockton, Mass. 











Children’s Fine Goodyear Welt Shoes 


Made by 
THE GILBERT SHOE Co. 
THIENSVILLE, WS. 











Genuine Sma Builds repeat business 
Moccasins Free Style Booklet on Request 


| G H.BASS & CO, I Main St, WILTON, MAINE } 
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WHERE TO BUY 





Ballet Slippers 


4 A S| 


BALLET SLIPPERS—IN STOCK 
he unusual kind 
Bik. Kid Hand Turn 
Soft Toe 
Child’s 6 to 11—$1.85 
Misses 11% to 2— 1.40 
Women’s 2% to 8— 1.45 
Also Hard Toes 
SCHWARTZ & HERDER, Inc. 


Specialists in Ballet and Comfort Slippers 
241 No. 11th St., Philadelphia, Pa. 


of t 
Bi02 








Sumith 
BALLETS 
Rights and Lefts 
Two Grades 
Wom. Miss. 
1.30 


In Stock SMITH 





825 West Monroe Chicago, Ill. 








In Stock Black Kid 
Ballet Right and Left 
ast 
Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 
BLOG SHOE CO., INC. 
147 Duane Street, 
New York City 











Steal Shoes 


PeLLA, Iowa (UTPS)—Joe De Kon- 
ing’s Shoe Shop was robbed of. about 
30 pairs of the better grade shoes re- 
cently. Mr. De Koning says that some 
of the stock was taken out of the boxes 
and others boxes and all. 





Kansas City Merchants 
Pushing Shoe Sales 


Kansas City, Mo. (UTPS)—Very 
slight losses in sales volumes are show- 
ing up among local merchants, despite 
the unusually fair weather for this time 
of the year. Shoe sales must take the 
place of the hundreds of pairs of zip- 
pers, rubbers and galoshes sold during 
January, 1930, here, and attempts in 
that direction are made by enormous 
reductions in regular stock for sale 
prices. Sales are reported fair by the 
majority of retailers, with no unusual 
volume showing up anywhere. 

Shoe men are taking advantage of 
the fair weather for pushing the water- 
snakes and pythons that are indicated 
for leaders in early spring stock, and 
are noting considerable interest being 
shown in the all-over reptile shoe, es- 
pecially in the watersnake. Light beige 
and black are the only two colors show- 
ing up for spring, the two often being 
combined, sometimes using black kid 
trimming on an all-over reptile, more 
= using blond reptile trim on black 

id. 
Straps will take a lead alongside of 
pumps for early spring wear, according 
to Dick Thornton, buyer for Kline’s, 
with very few ties showing activity. 


Increased Activity Is 
Reported by Pattern Co. 


BROCKTON, MAss.—A good barometer 
of what the future has in store for 
the Brockton district is seen in the 
fact that one of the shoe pattern com- 
panies, which caters mostly to shoe 
manufacturing establishments in the 
Brockton district, has been forced to 
work its enlarged staff day and night. 

The concern reports that never in 
its history has it had to work its force 
overtime for so long a period. Several 
shoe manufacturers, furthermore, have 
started working their shops five days 
a week. 

As yet no agreement has been reached 
by the Brockton Shoe Manufacturers’ 
Association and the unions regarding 
their joint application for a price list, 
now practically ready for presentation 
to the State Board of Conciliation and 
Arbitration, but the petition has been 
held up because of failure to agree on 
a definite procedure. 


Snow Brings Galosh 
Business in Des Moines 


Des MoINES, Iowa (UTPS)— 
Galoshes are now having their inning 
in Des Moines with the first heavy 
snowfall of the season now in evidence. 
Street shoes are also selling, with most 
of the local stores eompleting their 
clearance events. 

P. O. De Witt, head of the basement 
shoe department at Younker Brothers, 
reports an exceptionally heavy week in 
the selling of house slippers, due to 
special displays in the department and 
no other special promotion. Tap shoes 
are proving a heavy line for the de- 
partment week in and week out, due 
to the wide popularity of this type of 
shoe in physical education classes, as 
well as in dancing classes. These are 
—_ by the department on a State-wide 

asis. 
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H. C. Simons Now Ad Head 
For International Shoe 


CoLumMBus, OHIO (UTPS)—Harry C. 
Simons, who has been advertising di- 
rector of the Nisely Shoe Company, a 
subsidiary of the G. Edwin Smith Shoe 
Company, which markets the output of 
that company’s factories, has resigned 
to become advertising director of the 
International Shoe Company, with 
headquarters in St. Louis. He served 
the Nisely Shoe Company, which oper- 
ates 48 retail shoe stores throughout 
the country, for six years. 

While in Columbus he aided in the 
organization of the Columbus Adver- 
tising Club and served as its president 
in 1928. 


Stenchever Dinner Held 


PATERSON, N. J. (UTPS)—Casting 
aside their business cares for the day, 
the personnel and management of the 
Stenchever Shoe Stores, 96 Main St., 
this city, and 743 Main Ave., Passaic, 
turned their thoughts to merrymaking 
at the annual dinner, held on Friday 
evening, Jan. 16, at the Lido-Venice. 

The affair was sponsored by Max 
Bodner, proprietor of the stores, and 
enjoyed by the employees, their wives 
and sweethearts and a few personal 
friends of the owner. Laudatory re- 
marks were made concerning the spirit 
of cooperation between management 
and worker. At the close of the din- 
ner the employees surprised Mr. and 
Mrs. Bodner with the presentation of 
gifts, Mrs. Bodner receiving a hand- 
some correspondence portfolio of leather 
and Mr. Bodner a golf bag. 


Welfare Chest Makes 
Appeal for Footwear 


Boston, Mass.—An appeal to manu- 
facturers, wholesalers and retail mer- 
chants for donations of footwear to 
fill up the so-called Commonwealth 
Welfare Chest, created by James J. 
Phelan, chairman of the Massachusetts 
Emergency Committee on Unemploy- 
ment, is being broadcast from the office 
of Thomas F. Anderson, secretary of 
the New England Shoe and Leather As- 
sociation. 

Shoes for men, women and children 
are needed, says the appeal, the supply 
of men’s shoes on hand being very 
inadequate to meet the demand. The 
headquarters of the Welfare Chest 
movement are in the John Hancock 
Building, 90 St. James Ave., this city. 

Obsolete styles and even defective 
shoes will be welcomed. 


New Shank Factory 
Ready Soon 


SAVANNAH, GA. (UTPS)—The Sa- 
vannah plant of the United Shank & 
Findings Company, a subsidiary of the 
United Shoe Machinery Corp. of Bos- 
ton, will begin operations about April 
1, according to W. W. Stoddard, gen- 
eral superintendent, who is here in 
charge of the equipping of the plant. 
Machinery is being sent here from the 
plant at Bingham, Mass. 

Approximately $100,000 is being ex- 
pended in the construction and equip- 
ping of the plant, which will manuv- 
facture shoe shanks from hardwood 
found in this vicinity. 





Boot AND SHOB RECORDER 
combining THE SHOE RETAILER, Jan. 31, 1931 





<aq ARE THE 


THAT CLAIMED 
THE PROFIT 
THAT WASN’T 

MADE 





Too many lines! Too many shoes! Too many prices! In good years and bad, these are the 
leaks that act as a drain on profits. Steadily they absorb an important part of earnings 
. often the extra margin that determines profit or loss. That’s what happened to 
thousands of dealers in 1930. 
Here is the modern way for the dealer who wants to come out of 1931 without paying 
tribute out of profits to the “too manys.” Consolidate and solidify your shoe purchases. 
Concentrate your buying on one line of shoes that will sell... .a line of well-fitting, 
finely styled, popular-priced shoes that represent quality. » 7 7 Such a policy does away 
with duplicated styles, unprofitable numbers, and forced mark-downs. It reduces inven- 
tory and speeds up turnover. It stops the leaks and increases earnings. 
For a program of concentration “Star Brand” shoes are ideally adapted. As a “Star 
Brand” dealer, in addition to a line of shoes that are made, styled and priced to create 
satisfied customers for you, you have an in-stock service at your command that is second 
to none, “Star Brand” dealers sell shoes because they are selling the best shoes for the 
money that money can buy. 


ROBERTS, JOHNSON RAND 


Branch of International Shoe Co. 


“STAR BRAND SHOES ARE BETTER” 
St. Louis, Mo. 
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WHERE TO BUY 
Spats 
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GREATEST SPAT LINE 
OF THE INDUSTRY 
atlored just a e nicer but priced considerably lower 


T 





MPERIAL SPAT MFG CO 









Priced to retail 
$1.50 to $5.00 
Write for 
samples. 


Watch “Standard” Spats in 1931 
§. Rauh & Co., 650 Sixth Ave., New York 
———— 





IDEAL 


Registered Trade Mark 


With Manolis Spats 
and Shee Crnaments you 
wlll advertise your name 
for the season of 1931. 
Attractive window dis- 
players given with or- 
ders. 


MANOLIS MFG. CO. 
4248 Ne. Crawford Ave. 
Chieage, Ii. 
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WHERE TO BUY 


Store Fixtures 





HIAVE 1 COPY OF THE 
NEW GOODWIN CATALOG 
of SHOR STORE FIXTURES 
and STORE INSTALLATIONS 

( I GOODWIN & CO., Inc 


Worcester, Mass 


_——————— 
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WHERE TO BUY 


Shoe Forms 
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made of white, 
transparent or colored 


AIRY FORME FAIRYLITE 
Shoe Form Co., Ine., Auburn, N. Y. 
LE TL ELSIE. SS OOO ES RETR SES 












Fitting Facts for Shoe Fitters 


[CONTINUED FROM PAGE 28] 


various problems are discussed. This 
idea has created in this organization a 
closer contact with more harmony than 
ordinarily found in a shoe department. 
All employees are readers of the RE- 
CORDER. 

Round-table discussions in the friend- 
ly atmosphere of a home brings out the 
human-interest sidelights so necessary 
for development. This typical program 
illustrates the topics discussed: 

“In Appreciation,” by Mrs. V. M. 
Ramsey. 

“Selling Hunches,” by Mr. H. M. 
Parker. 

“Our New Member,” by Mr. C. E. 
Frances. 

“Sales Suggestion,” by Mr. Oscar 
Fisher. 

“What a Lady Expects on Enter- 
ing a Shoe Department,” by Dr. Jas. 
L. Cawthon. 

“Our Legal Light Just Lit,’ by 
Mr. Harold Wimberly. 

“Keeping in Time,” by Mr. John L. 
McFall. 

“Men’s Department,” by Mr. D. W. 
Davies. 

Refreshments and entertainment give 
these gatherings a social flavor so vital 
for continued interest. 

This organization set-up can be uti- 
lized to form your own store group. 
It is to promote the cultural and ethical 
improvement of its members and the 
advancement of the shoe department 
of S. H. George & Sons. 

By-Laws 

Name: Shall be George’s Shoe Club; 
with the slogan “Better Shoes Sold 
Better.” 

Membership: There may be Active 
and Honorary membership. Active 
members shall be only employees of the 
shoe department of S. H. George & 
Sons, and such employment automati- 
cally constitutes membership in the 
club. Honorary members. Only the 
officers and department managers of 
S. H. George & Sons are eligible, but 
will not have a vote in the affairs of 
the club. Termination of employment 
at S. H. George & Sons automatically 
terminates membership in the club. 

Officers: The officers shall consist of 
a president, chairman, and secretary- 
treasurer. 





What Causes Left-Overs? 


Cincinnati — (UTPS) — What causes 
“left-overs” at the end of the season? 
Strange as it may sound, it is not 
always because the customer did not 
take to the style, that causes a shoe to 
be left-over, according to Miss Maude 
Steelman, Cincinnati shoe store deco- 
rator. Frequently shoes are left over be- 
cause the clerks themselves took a dis- 
like, or distaste to the style, and failed 
to show it. 

“Some clerks unconsciously push their 
own choice of fashion,” says Miss Steel- 
man. “The result: a shoe that might 
have appealed to the customer, if shown, 
is thrown on the bargain counter at the 
end of the season. A good shoe clerk 
will learn to subjugate his likes and dis- 
likes and make no choices when it comes 
to selling.” 
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Election and Term of Office: Elec- 
tion of all officers shall be for a term 
of six months; the election to be hel: 
at the first meeting in the months of 
January and July of each year. 

Meetings: Regular meetings to be 
held the first and third Thursday of 
each month. 

Dues: The dues shall be twenty-fiv 
cents for each meeting, payable then. 

Committees: The chairman is em- 
powered and required to name all com- 
mittees and assign subjects to be dis- 
cussed at each meeting and designat: 
the member or members to make talk-~ 
thereon. 


Brighter Outlook Seen 
In Birmingham Distric: 


BIRMINGHAM, ALA. (UTPS)—Th 
shoe business in Birmingham in par 
ticular and Alabama in general appear: 
to have already gone through its lean- 
est months in the opinion of shoe me: 
chants here. No immediate increas 
in business is expected within the nex 
60 days, but in the meantime busines: 
will just hold its own, they say. 

“January has been very quiet, and | 
expect February to be about the samv 
way. But by the first of March I ex- 
pect business to begin increasing rap- 
idly,” says S. B. Levey, manager of 
the women’s department of the Guar- 
antee Shoe Company, the largest shoe 
store in Birmingham. 

“People have got to the stage 
where they must buy shoes. They have 
worn out what they already bought. 
And the dealers are in the same fix. 
The stores in Birmingham are pretty 
well cleaned out, and that means they 
will have to buy. For example, our 
stocks are lower than they have been 
in years,” he continued. 

Joe Dennis, manager of Herman 
Saks & Sons, holds the same opinion. 

“We will have to hold our own dur- 
ing February, but with the coming of 
spring things will pick up. That’s my 
opinion,” he said. 

O. L. Tidwell, manager of Nisley’s. 
was also optimistic over the outlook. 
This store has done a nice business all 
winter, and with the reduction in prices 
there should be that much more busi 
ness. 

Shoe men point out that Birmingham 
is an industrial town. When the steel 
and iron plants are running, business 
is generally good. But when _ these 
plants shut down business falls off 
proportionately. 

The steel and iron industry here «)- 
pear a great deal brighter. The Ten- 
nessee Coal & Iron Company, owned 
by the United States Steel Corp., has 
put to work about 1500 men filling a 
huge order for steel rails, and a num- 
ber of other iron and steel plants are 
preparing to go to work. 





To Dissolve Shoe Firm 


INDIANAPOLIS, IND.—Officials of *h¢ 
Indiana Health Shoe Co. of this city 
have filed papers with the Secretary of 
State evidencing the final dissolution 
of the corporation. 
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C. P. FORD & CO., 
ROCHESTER, N. Y. 





Archetype—a combination of style and foot-health shoe that 
offers a real opportunity for increased volume and profits. 

Your customers will appreciate them, and once they have worn 
them you will find that they will become permanent Archetype 
customers. Archetype footwear builds a permanent clientele and 
brings a constantly growing repeat business, a most important 
factor in producing net profits. 

Investigate 


Cc. P. FORD & CO., Inc. 
Rochester, N. Y. 


DETROIT: Hotel Tuller, Mr. Ray Wegman 
CHICAGO: 1815 Republic Bldg., Mr. Ray McCarthy 
NEW YORK: Marbridge Bldg., Mr. Jack Galway 





BETTER DISPLAYS WILL 
MARBRIDGE BRING BETTER BUSINESS! 


Here’s the better way! Use Onli-Wa Maple and Walnut 


Interchangeable Units. They increase the value of your mer- 
chandise, which means MORE SALES! 


Order today or get catalog! 
BROADWAY 


at 34th St. 

















Shoe, Bag and Hose Unit 
No. 3677—A-B-C, $21.00 


Reg. v. 8, Maple with black edge interchangeable units. 


The Mace pevnceeity Chelan: 2 the Metatins Pat. Of. 12”, 30”, 36” high standing upright 
Building always merit your attention. The show- 


ae Cee ee ne THE ONLI-WA FIXTURE CO. 


roand. 


Desirable office space for approved tenants. Dept. B.S., St. Paul Ave., Dayton, Ohio 


Display Center: 1440 Broadway, New York, N. Y. 
MARBRIDGE BLDG. CO., INC. oe 


1328 Broadway New York Buffalo, N. Y.: 12 Root Bldg. 
Members National Display Equipment Association 

















Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Jan. 31, 1931 





WHERE TO BUY 


Slipper Ornaments 





Pompons BOWS nama 


of Every Description for 
Boudoir Slippers 


The right merchandise at the right time 
Selid colors in stock: ples on req 


HY-GRADE SLIPPER SUPPLY CO. 
693 Broadway New York City 














WHERE TO BUY 


W omen’s Shoes 


oe 








Ultra-Smart Sandals 


Write direct 


BIARRITZ SANDALS, INC. 
33 West 27th St. New York 

















Internationally recognised as the acme of 
utility shoes. 
A product of 


SHAFT-PIERCE SHOE CO., Faribault, Minn. 











To Learn Shoe Business from 
Factory to Store 


York, Pa.—Stanley Emerson Haines, 
son of Mahlon N. Haines, owner of a 
chain of 52 shoe stores throughout the 
eastern states, has entered into the em- 
ploy of the International Shoe Com- 
pany, at Manchester, N. H. It is Mr. 
Haines’ idea that his son should learn 
the shoe business from the bottom. 








Fresh Shoes Daily 


In the men’s trade, the times are ripe 
for a new movement toward “a fresh 
pair of shoes daily.” The shirt trade 
reports progress in its campaign for “a 
fresh shirt each day,” and the collar 
trade long ago established the proposi- 
tion of “a fresh collar daily.” And 
there are other instances, as men have 
become more particular about their ap- 
parel. 

With shoes as cheap as they are, and 
styles as many and as varied as they 
are, the chances were never better for 
inducing many a customer to acquire a 
set of shoes, and change from one pair 
to another from day to day. 











Bridge Model Helps Shoe 
Sales in Kansas City 


Kansas City, Mo. (UTPS)—A min- 
iature model of the Grand Canyon 
Bridge near Lee’s Ferry, Ariz., con- 
structed by the Kansas City Structural 
Steel Company, is used in a window 
display at the Bostonian Shoe Store 
here for the promotion of “Foot Saver” 
shoes. 

The model, showing the Grand Can- 
yon with the suspension bridge span- 
ning the great gap, has a central posi- 
tion in the window. On one side is a 
huge display card, giving the history 
of the Grand Canyon Bridge and its 
actual dimensions and method of con- 
struction. On the other side is a sim- 
ilar card with caption “The Standard 
of Excellence.” It reads: 

“It took heaps of brain work, good 
steel and good men to make this bridge 
across the Grand Canyon by the Kan- 
sas City Structural Steel Company. 
This is also true in the making of the 
Foot Saver Shoe. The special arch 
supporting feature of Foot Saver shoes 
insures you men 100 per cent comfort 
plus style and wear of the finest im- 
ported leather.” 

The miniature model has attracted 
much attention, according to “Spike” 
Arnold, manager of the Bostonian. 
Quite a few men come in every day to 
comment on the display, and to make 
inquiries about Foot Savers. 


Making 198 Different Sizes 


LYNN, MAss.—A new record for pro- 
duction of sizes is established here, for 
the Bender Shoe Company is starting 
this year by making shoes in 198 differ- 
ent lengths and widths, all on regular 
production schedule, and not including 
any special sizes such as may be called 
for on custom order. 

The lengths range from No. 2% 
to No. 11%, and the widths from 
AAAAAA to EEE. The lengths total 
18, and the widths 11. 

The shoes that are being made over 
these 198 different sizes of lasts are 
of the health class. 


Kaber’s Opens in Mobile 


Mosite, ALA. (UTPS) — Kaber’s, 
carrying a line of popular priced ladies’ 
shoes, has opened at 203 Dauphin St., 
which is the former location of the 
Vanity Boot Shop. 
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Chiropodists to Aid in 
Foot Health Week 


NEw HAVEN, CoNN. (UTPS)—Chi- 
ropodists of New Haven have agreed to 
cooperate with local shoe retailers in 
connection with National Foot Health 
Week this Spring, R. E. Hegel, secre- 
tary of the retail division of the Cham- 
ber of Commerce, has announced. Mr. 
Hegel is engaged in organizing a shoe 
dealers’ council, to be operated as a 
unit of the retail division. Sixteen 
dealers are interested in the move. A 
final organization meeting is to be held 
early in February. 


Boston Firm Gets 
Navy Shoe Contract 


Boston, Mass.—The Joseph’ M. Her- 
man Shoe Co., of Boston and Millis, 
was the lowest bidder on an order for 
74,940 pairs of shoes for the navy de- 
partment, opened in Washington re- 
cently. The Herman bid was $2.79 per 
pair. Other bidders were the R. P. 
Hazzard Co., Brockton.Shoe Manufa:- 
turing Co. and L. Q. White Co. An or- 
der for 60 pairs of higher priced shocs 
also was awarded to the Herman com- 
pany at $4.35 per pair. 


Clearance Offerings 
Lower in Boston 


BostoN—January clearance sales are 
under way in Boston stores, and an ordi- 
nary observation is that the offerings 
are not as great as a year ago. If this 
is so, then stocks are low in stores. 
Of course the month is yet to run its 
course, and it remains to be seen what, 
if any, merchandise may be drawn 
from storage and sent over the bargain 
counters. 


New Foot-Saver Shop 
Opened in Miami 


Miami, FLA.—The Foot Saver Shoe 
Shop has been opened at 139 Seybold 
Arcade. George P. Bomar is presi- 
dent of the firm; Joseph Rau, vice- 
president, and E. S. Bomar, secretary- 
treasurer. R. T. Kearse is manager of 
the shop, which is operated by Bomar- 
Bau, Inc. Mr. Kearse was formerly 
engaged in the shoe trade at Spartans- 
burg, S. C 








Tannery Busy on Blues 


PEABODY, Mass.—Dr. Adolph Gryn- 
kraut has the Dimond-Grynkraut tan- 
nery going to 100 per cent capacity as 
the new year begins. It’s been that way 
since last November. The blues lead 
among the new hues, and next come the 
beiges and the pastel browns, and then 
the greens, reds and so on. It looks 
like a most colorful season. 

I. Dimond, of the Dimond Kid Co. of 
Boston, sales agents for the Dimond- 
Grynkraut tannery, is on a trip to the 
West Indies. 


Kane’s Shoe Shop Moves 


SPOKANE, WASH. (UTPS)—Kane’s 
Shoe og: now occupies new quarters 
on Wall Street, just off Riverside Ave- 
nue. A feature of the new store is the 
exceptionally large windows. 
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‘ Te whole underlying princi- 

: ple in restoring weak and 

broken down arches to normal, 


is the application of an arch 
support that is adjustable as the 


condition of the foot improves. 


This explains why so-called 
“arch support” shoes cannot pro- 
duce the desired correction. The 
elevation of the supporting de- 
vice in them is fixed — it can 
neither be raised or lowered. 


Foot sufferers will “try any- 
thing once.” They willingly pay 
well on the prospect of getting 
relief. Such satisfied customers 
are the greatest boosters any shoe 
dealer can have. 
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Why Only An Arch Support 


Can Restore Weak and Broken Down Arches to Normal 







Raising the appli- 
after a 
as con- 
dition of foot 
improves. 





Can Do This 





With this Arch Fitter, Dr. Scholl’s Cor- 
rective Foot Appliances may be ad- 
justed in a moment for an exact fit or to 
increase the elevation as the condition 
of the foot improves. Repeating this 
service over a course of several weeks 
firmly cements the customer to the store 


Many of the most successful, 
profitable, most strongly and sol- 
idly intrenched retail shoe busi- 
nesses in the United States to- 
day are those that cater to foot 
sufferers. 


They sell service. They study 
therequirementsof their custom- 
ers’ feet. Shoes are sold as foot 
coverings—not correctives in any 
sense. Arch Supports and other 


Dr Scholls 


Corrective Foot Appliances 
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Arch fully restored 
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proves. 





No Special Shoe Ever Made 






Dr. Scholl Aids for the Feet are 
fitted and sold togivethem comfort 
and restore their feet to normal. 


Building your business on this 
sound principle of service is the 
most enduring, profitable course 
you can follow. Our Educational 
Department will gladly co-oper- 
ate with you in training your 
salespeople to that end. For 
further information, address 


THE SCHOLL MFG. CO., Inc. 


Largest Makers of Foot 
Appliances in the World 


213 W. SCHILLER ST., CHICAGO 


62 West 14th Street, New York City 
112 Adelaide Street, E., Toronto 


Branches in the leading cities of the world 


























Nancy Carroll Sings in Shoe 
Program 


NEW YorK—Nancy Carroll, the fa- 
mous Paramount motion picture star, 
was the featured artist in the Natural 
Bridge Revue, the radio program spon- 
sored by the Craddock-Terry Company 
of Lynchburg, Va., Friday night, 
Jan. 16. 

Miss Carroll was the second public 
celebrity to be presented to the radio 
audience by the Natural Bridge Shoe- 
makers in the last month. The first 
was Mary McCormic, prima donna of 
the Chicago Civic Opera Company, who 
made her radio debut in the Natural 
Bridge Revue several weeks ago with 
Floyd Gibbons, the famous radio per- 
sonality, acting as master of cere- 
monies. 

Miss Carroll, who has been starred 
in a half dozen pictures that attained 
astounding success, sang three songs, 
“Cheerful Little Earful,” “He’s Not 
Worth Your Tears,” and “Peach of a 
Pair,” from the movie adaptation of 
the musical comedy “Follow Through,” 
in which she was starred. 

The Natural Bridge Revue is the 
goodwill builder for the coast-to-coast 
distributors of Natural Bridge Shoes. 
In the commercial credits read before 
and after each program, the Natural 
Bridge distributors are named as the 
program sponsors. 















Looks for Reptile Season 


PHILADELPHIA (UTPS)—Snow and 
rain at the beginning of this week 
brought out a small sized rush for rub- 
bers and goloshes, but held down shoe 
sales considerably. Both independent 
and department stores dollar volume 
lags behind last year at this time, the 
comparison in unit totals being a trifle 
more favorable, although still short of 
1930 totals. 

“We have started to show new styles 
in light colors, with considerable suc- 
cess,” C. G. Dixon, Lit Brothers said 
this week. “Of course, there is still 
some stock carried over from last year 
left, but we are working this out with 
the new offerings. 

“As far as I can see, spring will be 
another reptile season. We have had 
good business in ring. lizard and water 
snake at $10, and python at $7.98 has 
been moving rapidly. 

“Only a spotty interest has shown so 
far in the lighter leathers, but satisfac- 
tory sales—for this time of the year— 
in putty and beige are to be had if the 
effort is put behind the offering. Few 
patent leathers are selling.” 






















- New Cooperation on Last 
Styles 


LYNN, Mass.—MecNichol & Taylor, 
Inc., of Lynn, the Western Last Co., 
Inc., of St. Louis, and Daetsch & Wood- 
ward, Inc., of Brooklyn, have entered 
into an agreement for a cooperative 
effort to develop new styles in lasts, 
especially for women’s shoes, and to 
provide an improved. service to shoe 
manufacturers, Under the new agree- 
ment each firm maintains its individu- 
ality and its enterprises, but joins in a 
papgtamn for bringing out new styles in 

8, and to supply them, together with 
current style information, to shoe man- 
ufacturers. 
























This Front a Prize Winner 








This store front, erected by the Wise 
Shoe Company at its store at 482 Ful- 
ton Street, Brooklyn, was awarded sec- 
ond prize, a bronze medal, by the 
Brooklyn Downtown Association in the 
annual judging of new store fronts 
erected in the downtown section of 
Brooklyn during the year. 

First prize was won by a jewelry 
store. 

In awarding the prize, the jury which 


















































picked the winner said: “The Wise 
shoe store is a more or less consistent 
adaptation of extreme modernistic de- 
sign and the results depend largely 
upon the use of etched glass. While this 
type of store front may lack architec- 
tural merit, it undoubtedly serves its 
primary purpose of attracting atten- 
ion, especially at night, due to its vast 
illuminating possibilities.” Iis lighting 
effectiveness is shown by photograph. 








BROCKTON, MAss.—Charles E. Moore 
was reelected president of the Brockton 
Shoe Manufacturers’ Association for 
his third term at the annual meeting 
held Jan. 13. Robert A. T. Nelson, 
superintendent of the E. E. Taylor Cor- 
poration, was chosen treasurer to suc- 
ceed A. L. MacDonald, of Thompson 
Bros. Shoe Co., who resigned because of 
the pressure of business; and Henry S. 
Rubin, of the Diamond Shoe Co., was 
chosen a director to fill a vacancy. 

Other officers reelected were: Vice- 
presidents, Herbert L. Tinkham, of the 
W. L. Douglas Shoe Co., and Frank S. 
Farnum, of the Churchill & Alden Shoe 
Co., secretary, Earnest A. Gray; assis- 














tant secretary, T. John Evans; auditor, 
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Brockton Manufacturers Elect 


Walter E. Johnson, of the Geo. E. 
Keith Company; directors, William E. 
Doyle, of the Doyle Shoe Co., C. Chester 
Eaton, of the C. A. Eaton Co.; Perley 
G. Flint, of the Field & Flint Co.; John 
S. Kent, of the M. A. Packard Shoe (o.; 
Charles E. Lynch, Jr., John McElaney. 
of the Stacy, Adams Co.; Christopher 
O’Neil; Lars Peterson, of the Brockton 
Cooperative Boot & Shoe Co., and Mr. 
Gray. 

Resolutions were offered on the death 
of the late Frank M. Bump, who served 
as secretary for many years, and the 
members stood in silence for a minute 
in tribute. Only routine matters were 
considered aside from the election of 
officers. 
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ADVERZISING Pages menoret 





LINE WANTED 


POSITION WANTED 


RUSINESS OPPORTUNITY 





ISSISSIPPI, Louisia: Alabama, by, car. 

Large following gained by 10 years’ ex- 
perience in this territory. Want line of women’s 
cheap novelty shoes, or men’s dress or work 
shoes. Released by liquidation of maker of my 
former line. Married, own home and _ car. 
W. B. GODBOLD, P. O. Box 295, West 
Jackson, Miss. 





LINE WANTED—Are you looking for a 
salesman that can sell a popular priced line 
of men’s shoes, believe I am the man you want. 
Thoroughly familiar with the modern trend of 
merchandising, fifteen years’ experience. Have 
a large active acquaintance in Iowa, Illinois 
and Missouri. Best of reference. L j. 


ZEPP, 317 North Marion St., Ottumwa, Iowa. 


Y OUNG MAN, 31 years old, neat appearing, 
understands fitting thoroughly, expert Arch 
ene fitter, references. Will go anywhere. 
at GRAY, 819 Fairfield Ave., Ft. Wayne, 
nd. 








Merchandising Executive 
Experience covers over 30 years selling, 
styling and merchandising with one shoe 
house. Liquidation makes change neces- 
sary. Good character. American. Ex- 
cellent references. 

Address C309, care Boot & Shoe 
Recorder, 239 West 39th Street, 
New York, N. Y. 











INE WANTED — Wanted to represent a 

manufacturer of women’s high grade shoes 
on the west coast, for nominal drawing account 
and traveling expenses. Twenty years’ experi- 
ence retail shoe business. Reliable, energetic 
and can furnish best of references. MILO A 
SLADE, 5612 Hub St., Los Angeles, Calif. 





WANT to sell a line of specialty shoes, 

juvenile preferred, covering East, working 
out of New York. I represented Brown Shoe 
Company for over twenty years, specializing 
in the development of exclusive accounts and 
can refer you to them as to my character and 
ability. May I have an opportunity for a per- 
sonal interview to discuss this proposition? 
a age le LUTZKY, 144 Duane Street, New 
ork, N = 





S HOE SAL ESMAN, 20 years’ experience, 

open for women’s snappy, popular priced 
line, also men’s shoes, for the South. Post 
Office Box 1069, Jacksonville, Fla. 





FOR SALE 





ONE complete set of Grand Rapids Show Case 
Co. shoe store fixtures, a complete shoe 
store consisting of every kind of office and store 
fixture—the biggest bargain in the country. 
Fixtures 18 months old, fully paid for, can be 
had for half of cost. STEPHENS AND 
WALLIN, Camden, Ark. 





FoR SALE — Complete shoe store fixtures, 
shelving, Gum Sectional, four thousand pair 
capacity. LOYD MARX, 623 South Seminole, 
Okmulgee, Okla. 





FOR SALE—Shoe Store, City near Philadel- 
phia, owner retiring. Can reduce stock to 
Beautiful store doing a good 


suit purchaser. I 
This is a real opportunity 


profitable business. 
for a young man with experience and good ref- 
erences. ill sell half interest if desired. Ad- 
dress C-317, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y 





FOR SALE—FEstablished shoe store, 30 years. 
Owner wishes to retire. Address C-312, 
care Boot & Shoe a ei 239 West 39th 
Street, New York, ‘Ke 





POSITION WANTED 








SALES MANAGER 

Connection with a Live Retail Chain desired. 
One seeking a Real aggressive Executive. 
Volume Producer and Merchandiser with Net 
Profits will find me above the average. 
37 years of age, good address. 18 years of 
shoe merchandising with a clean and success- 
ful background of results—Both Chain and 
department store. Available at once anywhere. 
Address C-315, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 











RETAIL Shoe Manager. Sixteen years’ ex- 
perience. Manager seven years. Thirty- 
two years old, fine appearance, A-1 references, 
good window trimmer. Go anywhere. Address 
C-307, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





RETAIL SHOE MAN, 37 years of age, 
married, have had 14 years’ experience in 
the different phases of shoe retailing which in- 
clude mpariig. an and operating of stores. Know 
shoes and can fit them. References from former 
cmenovere as to character and ability. Write to 

H. H. BINGHAM, 15 E. 5th, Liberal, Kansas. 
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FOR LEASE 





1. interested in a Dept. for Ladies’ Novelty 
Shoes, write KRATZENSTEIN’ BROS., 
208 Monroe Ave., Grand Rapids, Mich. A 
dept. for lease in a very desirable location, on 
percentage basis. 





SPACE FOR RENT 





AN established ladies’ and children’s shoe de- 
partment to sublet in Junior Department 
Store. 100% location. Wilmington, Delaware. 
— INC., 511 Market St., Wilmington, 
Del. 





MERCHANTS’ NEEDS 








Everything’ for Your Windows 
Futuristic Displays and 
Backgrounds 


Artificial Flowers, Vases, Window Fixtures, 

Paintings, Settings, Seen, Velour posers, 

Pa “nn orders, bbon Decorative Pa 

be _ Fells, Flitters, Valances, Draping ate: 
rass Mats. Send for Fancy Paper Booklet 

Prive Tickets. 


DAVE’S DISPLAY DECORATIONS 
118 West Broadway, New York 














HOTELS 





ATLANTIC CITY NJ. 


Extraordinary Reduction 
in Rates 


AS LOW AS 


Without Meals 
$2.50 Daily Per Person 
35.00 Weekly for Two 


With Meals 
$6.00 Daily Per Person 
70.00 Weekly for Two 
American or European Plan 
Hot and Cold Sea Water in All Baths 
Complete Garage Facilities 











YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everyhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Address Stephenson Labora- 
tory, 21 Back Bay, Boston, Mass. 








MERCHANTS’ NEEDS 








mM. D.POLLINGER- co.: 
216 ‘HOLLAND BLDG., ‘ST. LOUIS, MO. 








Milbradt 
Rolling Step Ladders 


Enable you to reach your 
highest shelves convenient- 


ly. 
They last a lifetime 
and 


Are made in any style, 
shape or size to fit any 
kind of shelving. 


Write for general catalog 
and let us suggest the 
best ladder for your use. 


Milbradt 


Manufacturing Co. 
Established 1895 


2416 No. 10th Street 
ST. LOUIS, MO. 

















WANTED TO PURCHASE 





DOOD 





HIGHEST CASH PRICES 
PAID 


for shoe stocks, slow sellers, etc. Short time 
losses taken over. ane confidential. 


MAX GLAUBERG 
350 Canal St., New York City 
Phone: Walker 3818 








If you contemplate selling your 
entire or surplus stock com- 
municate with us. Prompt at- 
tention given. 
KIRSCH-BLACHER CO., INC. 
590 Broadway New York 
Phone Canal 6-4298 and 4299 








We are open to 


BUY FOR CASH 


Poor stocks of SHOES—GENERAL MER- 
CHANDISE — Unexpired leases assumed 


POSTER @ DEUTSCH 


436 Grand St., New York City 
Phone Dry Dock 0352 

















WANTED TO PURCHASE 








We will pay the best price for 
your surplus or entire stocks of shoes, 
general merchandise or department 
stores. Leases ass . 
Phone - Write 

All matters strictly confidential. 


I, SIMON CO. 


101 Reade St., New York City 
Phone Worth 6922 Est. 1880 











MERCHANTS’ NEEDS __ 











VENUS FOOT APPLIANCES 
VENUS ARCH SUPPORTS 
RE NU PRODUCTS 
RE NU STICK CLEANEK 


ANDERSON ENDREA SALES CO. 
189 W. Madison St., Chicago, Ill. 











DISPLAY Fi ate 


SEGALLE SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS 
SEND FOR CATALOG 





Milwaukee Plants Speed 
Production 
[CONTINUED FROM PAGE 47] 


orders are booked to keep the plant | 
in ad- | 


going for at least 30 days 
vance. 


“Since Jan. 1 the volume of orders | 


has been consistently ahead of 1930, 
with a particular demand for women’s 
and growing girls’ shoes.” stated S. 
A. Weyenberg, vice-president of the 
Simplex Shoe Manufacturing Co. 


Charles Ortgiesen, president of the | 


Ideal Shoe Manufacturing Company, 
said that “the increased volume we 


have experienced during recent weeks | 
| footwear, and William N. Wildridge, 


is decidedly of a seasonal character, 


and the total is about equal to that | 
The Ideal company | 
is now employing about 600 workers, | 
| stores in Buffalo. 
The 1930 sales volume was about 10 | 


of a year ago.” 
who produce about 5500 pairs daily. 


per cent under 1929, 


Planning Retail Conference 


BostoN—Daniel Bloomfield, manager 
of the Retail Board of the Boston 
Chamber of Commerce, is vroceeding 
with plans for the third Boston con- 
ference on retail distribution, to take 
place Sept. 14, 15 and 16. At the pres- 
ent time a national advisory council of 
the conference is being planned. 


| dent; 


| William W. Spragge, 














HOTELS 





HOTELS 





HOTEL 


Same Prices for 1 or 2 Persons in a Room 
ROOM, WITH USE OF BATH 
1.50 to 2.50 per day 
WEEKLY RATES FROM $9 UP 
ROOM, WITH PRIVATE BATH 
2.25 to 3.50 per day 
WEEKLY RATES FROM $14 UP 
Restaurant: Quality Food at Moderate Prices 


MARTINIQUE 


"| BROADWAY, 32nd-33rd STS., NEW YORK 


+. ." ” a ‘." ann nt ate” a" ." a a Se ee 





Buffalo Retail Merchants Form 
Association 
BUFFALO, N. Y.—Weldon D. Smith, 


| vice-president and merchandise man- 


ager with supervision over the women’s 


| footwear department of Adam, Mel- 


drum & Anderson Company, was elected 


| president of the Buffalo Retail Mer- 
| chants’ Association, to succeed Arthur 


P. Wesp, vice-president and general 
merchandise manager of Hens & Kelly 


| Company. 


Winthrop Kent, president of Flint 


& Kent, whose women’s footwear de- 
| partment occupies a large area of the 


street floor, was elected first vice-presi- 
Walter J. Brunmark, president 
of J. N. Adam & Company, second 
vice-president, and Raymond T. Fiske 
was re-elected secretary and treasurer. 

Included on the board of directors 


of the association are Louis L. Berger, | 
Berger, Inc., whose | 


president of L. L. 
footwear department is operated by 
I. Miller, Inc.; Joseph L. Hudson, presi- 
dent of the J. L. Hudson Company; 
manager of 
Hanan & Son, retail shoes; John 
Steuernagel, vice-president and general 
manager of The Kleinhans Company, 
who retail men’s and boys’ clothing and 


manager of E. W. Edwards & Son, and 


William G. Braun, of the Jahraus- 
Braun Company, operating two retail 


Regal Store Robbed 





CINCINNATI (UTPS)—At 6.16 o'clock | 


on Saturday evening, in one of Cin- 
cinnati’s busiest thoroughfares, 
Regal Shoe Company, 603 Vine Street, 


was held up and robbed by a negro 


thug. 
Pointing a revolver at William 
Wigwoth, manager, the thief scooped 
the contents of the - cash 


| amounting to about $200. 
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The | 


register, | 


Nashville Men 


Taking to Spats 


NASHVILLE, TENN. (UTPS)—Here- 


| tofore spats for men on the Nashville 


streets have been confined almost ex- 
clusively to the feet of men from the 
northern and eastern cities. But spats 
are winning favor in Nashville! Many 
masculine feet may now be seen adorned 
with the gray buttoned covering. 

It is true that as yet the spats have 
been observed largely on the feet of 
young college men or those young men 
who are always immaculate and mod- 
ern to the Nth degree. How far the 
mode for wearing spats will be adopted 
in Nashville is as yet uncertain. But 
headway is being made, and more than 
ever the masculine feet of this south- 
ern city are following in the footsteps 
of the North and East. 


Art Week in Boston 


Boston—Art Week in Boston, sched- 
uled for the first week in March, will 
be observed by leading stores who will 
make displays illustrative of modern 
trends in artistic designs as applied to 
their merchandise. Art schools and ar- 
tists, too, will aid merchants in this 
endeavor. The Boston Chamber of 
Commerce is also cooperating with mer- 
chants in this enterprise for the ad- 
—— of art in industry and retai! 
trade. 


Walter Gauspohl Dead 


CINCINNATI (UTPS) — Walter G. 
Gauspohl, 101 Wentworth Ave., Wyo- 
ming, Ohio, died here following a three 
months’ illness. Mr. Gauspohl was 
former vice-president of the Rockcastle 
Company, manufacturers of shoe heels. 
He is survived by his widow and 4 


| daughter, Rose. 
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BEAUTY plus PERFORMANCE 


Celastic builds the style and beauty of 
the designer’s creation into the toe of the 
finished shoe. Perfect reproduction, how- 
ever, means but little if the style lines can- 
not be preserved. Through its unique fusing 
qualities, Celastic moulds the upper, lining, 
and doubler into one unit, fully protecting 
the original style lines and giving the toe a 
durability that allows it to serve throughout 
the life of the shoe. 


United Shoe Machinery Corporation 
BOSTON, MASSACHUSETTS 
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Boot and Shoe 
Recorder 
Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of Tue Boot anv 
SHoe Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 





A Buying Guide to 





BOOTS AND SHOES 
Athletic Shoe Co., Chicago, Ill 


Bass, G. H., & Co., Wilton, Me 
Biarritz Sandals, New York City 
Blog Shoe Co., Inc., New York City 
Brooks Shoe Mfg. Co., Phila., Pa 
Brown Shoe Co., St. Louis, Mo. 
Burkley Shoe Co., Brockton, Mass 


Chase, W. S., & Sons, Haverhill, Mass..... 50 


Clapp, Edwin, & Sons, Inc., E. ‘Wiswnath, 
ass. 


Colt-Cromwell Co., Inc., New York ao 


Ebberts, John, Shoe Co., Buffalo, N. Y.... 58 
Evans, L. B., Son Co., Wakefield, Mass.... 50 


Ford, C. P., & Co., Rochester, N. Y 


Gibbons, C. S., Co., Phila., Pa 
Gilbert Shoe Co., Thiensville, Wis 
Green Shoe Mfg. Co., Boston, Mass 


Hill Bros. Co., Hudson, Mass 

Holland Shoe Co., Holland, Mich 

Horwitz, Vincent, New York City 

Hoyt, F. M., Shoe Co., Manchester, N. H... 
7 : & James Shoe Mfg. Co., Milwaukee, 


Kendall Shoe Company, Haverhill, Mass... 


Mishawaka Rubber & Woolen Mfg. 
Mishawaka, Ind. 





IN THIS ISSUE 


To ACCELERATE PROGRESS 


MANUFACTURERS IN CONVENTION . 


A DOZEN POINTS OF PROFIT 
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FITTING FACTs FoR SHOE FITTERS. . 
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By C. E. Williams 
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By Murray C. French 22 
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Merchandising Calendar for Feb- 
ruaru ... 26 


Concrete Selling Ideas for the 
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By Malcolm P. MacNair.... 
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What’s Doing Everywhere...... 47 
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Nettleton, A. E., Syracuse, N. Y. 


Norridgewock Shoe Co., Inc., 


Norridge- 
wock, 52 


Old Colony Shoe Co., Brockton, Mass 


Packard, M. A., Brockton, Mass 

Paristyle Footwear Mfg. Co., 
York City 

Pedigo-Lake Shoe Co., St. Louis, Mo 

Pontiac Shoe Mfg. Co., Pontiac, #. 


Inc., 


ont Cover 


Reed, E. P., & Co., Rochester, N. Y. 
Reynolds, Bion F., Brockton, Mass. 


Rice-O’Neill Shoe Co., St. Louis, M 
Baondy Cover 


Richards & Brennan Co., Randolph, Mass.. 48 
Roberts-Johnson & Rand, St. Louis, Mo... 55 


Schwartz & Herder, Inc., Phila., Pa 
Servus Rubber Co., Rock Island, IIl 
Shaft-Pierce Shoe Co., Faribault, Minn.... 
Smith, Wm. Sumner, Chicago, IIl 
Stacy-Adams Co., Brockton, Mass. 


Vitality Shoe Co., St. Louis, Mo 


LEATHER AND OTHER MATERIALS 


American Hide & Leather Co., Boston, 


Brown Co., Portland, Me 


Castle Kid Co., Camden, N. J. 
Creese & Cook Co., Boston, Mass..Third Cover 


Deauville Import Corp., New York City. .14-15 


Evans, John R., & Co., Camden, N. J 
Essex Tanning Co., Peabody, Mass 


Hubschman, E., & Sons, Phila., Pa 


New Castle Leather Co., New York City.. 5 


Robertson Leather Co., New York City.... 


Zapon Company, Stamford, Conn 


MACHINERY, LASTS, MFRS’. SUPPLIES. 


DRESSINGS, ETC. 


Beckwith Mfg. Co., Boston, Mass 


Littleway Process Co., Boston, Mass 
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Mears, Fred W., Heel Co., Boston, Mass.... 


United Fast Color Eyelet Co., Boston, Mass. 
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